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FOR THE BEST IN GUYING! 
x 
Look to Chance for all your guying needs because when it comes to guying, Chance can 
suoply everything but the guy strand. 
You add years to the life of your guy strands when you specify Chance guy rods and oO 
fiitings with the full-rounded Thimbleye... you can select the guy guard to fit the job 
from the extensive Chance line... and you can finish the job with Chance guy fixtures 4 ' 
on the pole. ; 
Guy rods, guy guards, guy fixtures, anchor installing tools and the most complete line 
of anchors in the industry. Get ’em all from one source—your Chance Distributor. as 
tient = — i i 
Good news f ! Coe 
“Anchoring,” the most complete anchor & 
> ” \ GUY FIXTURES 


installation guide ever developed 
ooo W's FREE. 
Write today! 


You can save time by making up guys 
on the ground with these fixtures. 
They're drop forged from high grade 
steel, heavily galvanized. The full- 
rounded Thimbleye gives complete 
strand protection at any angle of 
pull during slack pulling operations 
and when in use. 


MIKE 
THE MOLE 
GUY GUARDS 


The SURE-GRIP has no loose parts to 
lose, nothing to take apart and reas- 
semble. The MONO-BOLT combines 
safety, durability and economy with 
simple installation—only one nut to 
tighten. The MATTHEWS, a one-piece 
protector, bolts to the guy clamp and 
cannot turn when installed. 


a 


GUY RODS 


Chance Thimbleye guy rods have 
a perfectly shaped ‘‘thimble”’ 
which extends around head of 

rod to protect cable from strain 
at any angle of pull and pre- 
vent kinking. You can order 

threaded or Never-Creep 
-\ rods with Thimbleye, Twin- 
\ eye, or Tripleye heads for 
\ use with one, two or three 
guy strands. 














ANCHORS 


Chance also has the 


8-WAY 
EXPANDING 
A Y NEVER- 


SWAMP CREEP 
SCREW 
NO- 
WRENCH 
SCREW 


A-B- CHANCE CO- fit 


(In Canada: A. B. Chance Company of Canada, Ltd., Toronto 13) SAN FRANCISCO, CALIF. 


\ D EXPANDING \ 


most complete line of ROCK 






& anchors in the industry CROSS- 


PLATE 


8-WAY 


and the tools needed CONE 





for better, faster 


anchor installations. 
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Are you familiar with the features of FEATURES 

these fine cords? Across The Editor’s Desk 8 
Telephone Engineer’s Newsletter 15 

NEOPRENE covered cords area highly serv: | Telephone Industry News Briefs 20 

cecble cord, extensively used in 2 wide | Jf Washington Bureau Reports zi 

grease proof... eusy * been alean. Questions and Answers Jay G. Mitchell 64 
Manufacturers’ News Briefs 82 






NYLON covered cords are a relatively new | 

development in telephone cords. Their fine The Back of The Book eS Ran Te 
smooth texture makes them the preferred 

cords for switchboard use. They give long 


service. Preferred by operators because of DEPARTMENTS 


their fast, easy handling. 






















COTTON cords are in standard use every- New Products’ Showcase 90 
where. Their fine woven wrap makes them Buyers’ Guide 90 
very serviceable for all around purposes. | Classified Advertising 88 
Take your choice—Neoprene, Nylon or Cot- Advertisers’ Index 101 
ton. They’re all high quality cords made in 
accordance with Runzel high standard of 
quality. We carry a large stock 
every purpose. J pisos FRONT COVER ie ty 
Trying out the new dial system designed for Portsmouth, Ohio, is C. M. 
Our geographical location STEVENS, electrical foreman of the Scioto Division, Norfolk & Western 
means QUICK SERVICE, Railway, with L. W. SNODGRASS, assistant secretary of Ohio Consoli- 
4 = < dated Telephone Co., as other telephone company officials look on. Left 
o)* ee eae - 4 to right: A. C. PURPURA, general manager; H. W. MEYER, commercial 
OS! wh superintendent; C. M. STEVENS; R. N. COLE, president and L. W. SNOD- 
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Check these outstanding advantages built into General 
Cable’s all-new distribution cable: lightweight, small 
size, full color coding, extra long lengths. and extra 
strength for longer spans. 


Its electrical characteristics are excellent ... low- 
loss transmission ... low capacitance... and high 
dielectric strength. 


This self-supporting cable considerably cuts down 
installation and maintenance costs! It can be directly 
attached to poles, eliminating the use of cross arms, 
hardware, and insulators and reduces tree trimming. 
Where poles are now crowded, capacity can be 
increased by six pairs with this cable at minimum 
cost. Every circuit easily accessible. 


For better transmission ... all conductors are 19 
gauge soft drawn copper wire. For longer service life 
... the support wire is completely covered with poly- 





ethylene and the conductors are insulated with 
polyethylene and jacketed with colored polyvinyl. 
For longer spans...extra high strength (1,800 lbs.) 
galvanized steel support wire is used. 


General Cable’s Six Pair Rural Telephone Cable 
offers you many other advantages . . . economy, per- 
formance, and neat, colorful appearance. Remember, 
General Cable: producer of the most complete line 
of telephone wire and cable...largest supplier to the 
independent telephone companies. Specify “General 
Cable” for uniformly high quality and quick delivery, 
through strategically located warehouses. 


For information and service see our national 
distributors: 


AUTOMATIC ELECTRIC SALES CORPORATION 
LEICH SALES CORPORATION 
Chicago, Illinois 


GENERAL CABLE 


CORPORATION 





BARE, WEATHERPROOF, INSULATED WIRES and 
CABLES FOR EVERY ELECTRICAL PURPOSE 
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GENERAL CABLE CORPORATION 
Executive Offices: 420 Lexington Ave., New York 17, N.Y. 


SALES OFFICES: Atlanta e Baltimore ¢ Boston ¢ Buffalo 
Chicago ¢ Cincinnati ¢ Cleveland ¢ Dallas ¢ Denver ¢ Detroit 
Erie (Pa.) ¢ Greensboro (N. C.) ¢ Houston ¢ Indianapolis 


Kansas City ¢ Lincoln (Neb.) ¢ Los Angeles © Memphis 
Milwaukee e Minneapolis e New Haven e Newark (N. J.) 
New York e Philadelphia e Pittsburgh ¢ Portland (Ore.) 
Richmond (Va.) ® Rochester (N. Y.) ¢ Rome (N. Y.) 
St. Louis ¢ San Francisco e Seattle « Springfield (Ill.) 
Syracuse ¢ Tampa e Tulsa @ Washington, D.C. 
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“DOWNTIME: Less than 0.2%. OUTAGES DUE TO FADING: None 
whatsoever. SERVICING NEEDED: Minor repairs (mostly 
replacements of tubes) handled 

by the telephone company's own maintenance men”. 


These figures and facts tell one company’s remarkable 
(but not unusual) story of Lenkurt Microwave’s dependability 
throughout a year of service. 


Twenty-four channels of Lenkurt Microwave were set to work, 
handling the busy traffic over this troublesome terrain. 

Confidence in this equipment was confirmed as the months 

went by and outages proved measurable in minutes only—very few 
minutes, very quickly cleared up by minor, indoor maintenance! 


Today, on that same stretch the telephone company maintains 
its physical lines—as stand-by facilities! Day-in, day-out traffic 
goes over equipment they can be sure of—in any weather! 


Investigate dependable Lenkurt Microwave today — 
the weatherproof toll line that can solve 
your most troublesome problem! 


Call or write Automatic Electric Sales Corporation (HAymarket 
1-4300), 1033 West Van Buren Street, Chicago 7, Illinois. 

In Canada: Automatic Electric Sales (Canada) Ltd., Toronto. 
Offices in principal cities. 


4 Low 
/ Initial Cost 


/ Investigate Lenkurt 


/ 
/ Microwave's low first 


/ cost. You'll find it may 

/ prove in over physical equipment 
! for distances as short as 13 miles! \ 
. \ 
| Package Engineered \ 
| Automatic Electric ‘‘Follow-Thru"’ | 
Engineering eliminates ALL problems | 
\ in Lenkurt Microwave installation and y 
maintenance. y 


\ / 
\ Easily Serviced / 


\ “Follow-Thru” Engineering includes 
\ training your personnel in the , 
‘ simple techniques involved 4 


Ry in Lenkurt Microwave / 
*\ maintenance and Pi 
\\ servicing. 4 

, ee 


~~ a 


Manufactured for 


ORIGINATORS OF THE AUTOMATIC TELEPHONE 


€ P AUTOMATIC CD ELECTRIC 


AUTOMATIC ELECTRIC —LEADERS IN CARRIER COMMUNICATION —LENKURT 
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* Port of Boston Authority, Charlestown, Mass. 
Courtesy of Merritt Chapman & Scott Corp. 


DEPENDING 
ON REPUBLIC! 


The all-important structural piles of this pier are southern yellow 
pine—pressure-creosoted by Republic Creosoting Company. Their 
life span has been increased many fold. 

In either fresh or salt water, acid or alkaline soil, pressure-creo- 
soted wood ... telephone poles, anchor logs, cross arms, piles, 
railroad ties, wood blocks, or other Republic products . . . has stood 
the test of time. 


For dependable, long life service, obtain your Creosoted wood 
products from Republic. 


REPUBLIC CREOSOTING COMPANY 


MERCHANTS BANK BUILDING, INDIANAPOLIS 4, INDIANA ZL LEUETG 
a | at 
PRODUCTS 
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YORK-HOOVER’S 


Model 201076 "Proven" Service Body 


Why be satisfied with less when 
literally thousands of Model 20I- 
U76 Service Bodies are providing 
fast and economical service in the 
Public Utility industry daily. 


Designed to meet your particular 
needs—to carry all necessary 
materials and tools accessibly —to 
provide many years of dollar-sav- 
ing, everyday service. Why not 
have Model 201U76 working 
for you? 


Right side view 
showing con- 
venient material 
and tool com- 
partments. 


Latest type lad- 
der bracket, 
adjustable parti- 
tioned drawers. 


Left side view 
showing readily 
accessible extra 
tire compartment. 


YORK-HOOVER MODEL 201U76 SERVICE BODIES ARE 
EASY TO OBTAIN REGARDLESS OF YOUR LOCATION 


YORK-HOOVER 
PUBLIC UTILITY BODIES 


YORK-HOOVER CORPORATION 


GET THE FACTS! Write 
for Bulletin 930 today. 
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The Editors 


Mrs. Lee Burfeind 

Mrs. LEE BurFeInpD, wife of Ray- 
mond Burfeind, Automatic Electric 
Corp., has been confined to Presby- 
terian Hospital, 1753 W. Congress 
St., Chicago, since April 11 with a 
back injury. Mr. Burfeind reports 
she may be confined to the hospital 
for several months and that her con- 
dition is extremely painful. 


Florida Anniversary 

CONGRATULATIONS TO Max E. Wett- 
stein, president and general manager 
of the Florida Telephone Corp., Oca- 
la, Fla., on an unusual 44-page an- 
nual report celebrating the company’s 
30th year. Max was receiving con- 
eratulations at the Florida U.S.I.T.A. 
meeting during April on completing 
successfully the financial details inci- 
dent to a sale of some of the northern- 
most proprerties of the system. 


Management Training 

CHESTER LOVELAND, San Francis- 
co, and his associates from Washing- 
ton, Oregon, California and Texas 
headed the largest group that traveled 
the most distance to the Executives’ 
Conference. When we _ interviewed 
him he outlined the plans of his com- 
panies who are actively training em- 
ployes in management methods at the 
various university and college courses 
being offered for this purpose. 


J. 1. Kennedy 

WE ARE QUITE honored to be in- 
vited to attend the dinner extended by 
employes of the Northwestern Tele- 
phone Co., Freeport, Ill., honoring 
their retiring president and general 
manager, J. 1. Kennedy. Over 200 
attended the dinner on April 14, 
many of them from out of town and 
from other states. Many readers of 
this column are familiar with the re- 
spect and honor in which the writer 
holds Mr. Kennedy as a gentleman 
and as an Independent telephone man 
worthy of the name. His associates 
with the company planned an excel- 
lent party and Mr. Kennedy re- 
sponded with his typical gracious 
manner. 
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TELEPHONE LINE WIRE 


Any way you look at it, Copperweld* O-Eighty- 
Thirty is your best buy for subscriber loops 
and secondary toll lines. It won’t rust . . . gives 
longer service . . . permits safer long spans . 
and requires fewer poles and accessories. What’s 
more, Copperweld “talks better’? than any 
other high-strength conductor. For prices, sag 
data and staking tables, write us today. 

*Trade Mark 


1 


COPPERWELD STEEL COMPANY 
WIRE AND CABLE DIVISION 
Glassport, Pa. 


For Export: COPPERWELD STEEL INTERNATIONAL COMPANY, New York 
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These Savings are Yours 


with FEDERAL STEP-BY-STEP 
Dial Switching Equipment 


FEDERAL’S 
Finder Allotter System 
leTWZ-¥-m Colt Mi lela- 
with Much Less Effort! 


MINIMUM MOTION 


In the Federal Step-by-Step allotter 
system, motion of the 200 Point Line 
Finder Switch is reduced almost 20% over 
switches of other systems. The Finder 
requires minimum operation for selection 
of the line originating the call. 


SIMULTANEOUS OPERATION 


200 Point Line Finder Switches can 
operate simultaneously to handle all traffi 
demands whereas in ordinary allotter 
systems only one finder can be in 
operation in any one instant. 


DELIVERY MAXIMUM SERVICE 


A failure in the ordinary sequence allotter 
system immediately denies service to all 
of the lines it controls. In the Federal 
Step-by-Step system, a failure of the allotte! 
system would deny service to only ten 
lines and all other lines would con- 
tinue to be serviced without delay. 





™ 
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/ For sizeable savings... . 

for durable dependability . . . Federal 
Step-by-Step is the logical choice of dial 

el central offices of any size, or larger private 
automatic branch exchanges. Compact, 
rugged Step-by-Step offers outstanding 
performance combined with flexibility in 
arrangement of facilities to meet variable 
service needs. Base your decision on the 

| facts—write today for Step-by-Step Bulletin 


on Community and City Exchange Services. 






® Long Life, Low Cost Operation @ STEP-BY-STEP EQUIPMENT MEANS 
HIGH SERVICE STANDARDS 
@ Ease of Maintenance 
@ MEETS GROWTH REQUIREMENTS 

@ Simplicity of Equipment and QUICKLY AND EASILY 

Circuits @ ECONOMICAL—DEPENDABLE 

@ EACH SWITCH A SEPARATE UNIT— 

© Comune Spee Saving EASY TO CHECK AND ADJUST 

Arrangement of Equipment @ STEP-BY-STEP CIRCUITS ARE SIMPLE 


—EASY TO UNDERSTAND 
@ EFFICIENT FOR ALL SIZES AND 


®@ Trunking Flexibility 


9s Ready, Low-Cost Expanda- TYPES OF SERVICE 
bility for Increased Station @ MEETS INTERTOLL DIALING 
and Traffic Requirements REQUIREMENTS 


cae eam i A tii 

















Sold and Guaranteed by HB KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
: 79 W. Monroe St., Chicago 3, Illinois 
Kevoce BH Please send full information covering Federal STEP-BY-STEF 

a EQUIPMENT. 
‘8 
4 
i Se ee ae sae 

KELLOGG SWITCHBOARD AND SUPPLY COMPANY a 

A Division of International Telephone and Telegraph Corporation 4 COMPANY. : wat 
79 W. Monroe Street, Chicago 3, Illinois } STREET 

a 2 STATE 





( @ae 


i 


i 
i 
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Self-Comtained Unit —The 3-phase Flo- 
trol Automatic Constant Voltage Bat- 
ttery charger has no moving parts — 
all components in one cabinet. De- 
signed for plants requiring 25 to 400 
amps charging capacity. LORAIN 
PRODUCTS CORPORATION. 





Dead-Ends for Plastic Cable Designed Save Three Ways. . . on materiais, f St 
for thermoplastic insulation, this fit- manhours, and maintenance with IN- J po 
ting protects while firmly holding DIANA STEEL & WIRE CO.’S Crapo § Ni 
cable in elongated grip in which the HTL-85 and HTL-135 Line Wire. } Br 
unit pressure is small because of large Galvanized by the famous Crapo Gal- | — 
area of gripping surface. PRE- vanizing Process, protected with f Pi 
FORMED LINE PRODUCTS CO. heavy, ductile coating of zinc. pr 


® Write, phone or wire all orders 
for Line Supplies to your 
nearest Kellogg Warehouse. ; 
Kellogg’s stocks of guaranteed 


line supplies are complete-- 


shipments are made immediately. 


Save time and money--send one 


order to one source--KELLOGG! | 





terials, § Standard in the Telephone Field for trans- 

ith IN- § posing wires at the Cross Arm. The 

» Crapo No. J8286 “Point” Transposition 

Wire. Bracket is made of high carbon steel 

Do Gal- § —will stand any stress. 6-C Insulator 

with § Pin, also standard, now available for 
prompt delivery. JOSLYN. 





Adaptable to All TypeS of subscriber 
telephone services. Series 1000 Desk 
and 1100 Series Wall Masterphones 
give superior service—in every type 
of common battery and magneto type 
exchange. KELLOGG SWITCH- 
BOARD AND SUPPLY CO. 








World Standard for Quality since 1870— 
Hemingray Insulators—a product of 
OWENS-ILLINOIS, are available in 
variety of styles and sizes for immed- 
late delivery. No. 45 - shown - em- 
ployed for all toll and trunk circuits 
exceeding ten miles in length. 





Long Service Life and Low Plant Costs 

go hand-in-hand with the installation 
of ENDURPRENE—The Neoprene 
Drop Wire available in both Copper- 
weld and Bronze. Flexible and easy 
to handle. Made by GENERAL IN- 
SULATED WIRE WORKS, INC. 





WRITE, ‘PHONE OR WIRE YOUR NEXT ORDER FOR SUPPLIES TO... 





Time Proven — for 62 years, Exide 
Batteries have served the telephone 
industry. Manchester Positive plate 
and button type construction provide 
long life. Use Exide for all battery 
needs. Exide Indus. Div., ELECTRIC 
STORAGE BATTERY COMPANY. 










YOUR NEAREST 
KELLOGG SHIPPING 
POINT IS NEVER 
FAR AWAY! 


KELLOGG Branch Warehouses 
relate Mm @hai1 4-1-3 


6000 W. 51st Street 
Chicago 38, Illinois 
REliance 5-5445 


4501 Truman Road 
Kansas City 1, Missouri 
Humboldt 7085 


410 N: Syndicate Avenue 
St. Paul 4, Minnesota 
Nestor 5878 


1515 Turtle Creek Blvd 
Dallas 2, Texas 
Prospect 5191 


1663 Mission Street 
NYoliM dachilakiaeme re @eolihiclaalle 
Market 1-601] 


1555 West Fourth Street 
atelaktil-tic he @ualte 
Mansfield 7-2816. 


KELLOGG Branch Offices: 


406 S. Main Street 
Los Angeles 13, Calif 


Metioe, a A Division of International Telephone and 


(LES 4 Telegraph Corporation 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
SALES OFFICES: 79 West Monroe Street, Chicago 3, Illinois 





720 S. Washington Street 
Portland 5, Oregon 
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HEN you buy a dial-switching system, you put it in for life. Mainte- 


nance, therefore, becomes a major consideration. The biggest 


enemies of a switeh are wear and dirt. Any system which reduces these ex- 
pensive troubles to a minimum ean save you thousands over the years. 
Stromberg-Carlson’s XY“ dial telephone system provides exactly such 
savings. Here are some of the reasons why: 
@ Our exclusive twin-contact brushes, because of their unique wiping 
‘action, will last the life of the switch. During that time, this fact means 
no brush or wiper replacement at all! 
@ Our exclusive vertical wire-bank multiples simply can’t collect dirt. 
Foreign matter falls through, instead of settling on the wires. Isn’t that 
better than expensive bank cleaning once a year? 
If dial is in your future, don’t you, too, want 
the system with the lowest maintenance cost? 


Stromberg-Carlson’ noquleTal 3, NEW YORK 


Branch Offices: Atlanta 3, Chicago 6, Kansas City 8, San Francisco 3 + Manufacturing Branch, Dallas 
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THE tse OF EACH MONTH ON THE 1Sth OF EACH MONTH 


Dear Sir: and 15, 1955 


of FCC Examiner H. Gifford Irion looking toward denial of Southwestern 
Bell Tel. Co.'s application for approval of its purchase of Tomball 
(Tex.) Tel. Co. appeared likely last month, after postponement was re- 
quested by Southwestern Bell. Counsel for FCC Common Carrier Bureau & 
US Independent Telephone Association, which intervened in case, said 
they have no objection. 


ious 70 years of its ex existence, faces even greater expansion in future — 
"use of the telephone is growing at an even faster pace (than development 
of the nation as a whole) and we see no letup ahead" — President Cleo F. 
Craig of American Tel. & Tel. Co. told record crowd of 1600 at company's 
annual meeting Wednesday, April 20. 


Mr. Craig reported Bell System is continuing with heavy construction 
program this year, which probably will be larger than last year's new 
construction budget of $1,400,000,000. 


* 


tions for privately owned common carrier radio relay systems to serve 
community antenna operations, with number of applications to the FCC 
reportedly being prepared, two companies last month filed with Commis- 
Sion for construction authority. Hualapai Peak Carrier, Kingman, Ariz., 
submitted request for system to provide audio & video service to commu- 
nity antenna systems at Kingman & Needles, Calif., & other request came 
from Charles L. Adam, Sheridan, Wyo., doing business as Teleview Net- 
works, to provide microwave relay service to Clouds Peak Radio & Tele- 
vision Co., operating community TV system at Sheridan. 


* 


STOCKHOLDERS OF GENERAL TEL. CORP. were told by President Donald C. 
Power, at their annual meeting on Wednesday, April 20, that company's 
earnings during first quarter of 1955 rose substantially from level of 
same period of year ago. At same time, he added, installation of new tele- 
phones is well above pace of 1954, 


Net profit for first three months of this year should amount to 85 cents 
a share, compared with 58 cents for 1954 quarter. In first three months 
of 1955, operating companies installed 34,000 telephones, while total 
in 1954 for same period was 23,000. Mr. Power estimated that aggressive 
sales program being carried on at present time should result in addition 
of 125,000 new stations during year. 


Shareholders approved proposal to change par value of common stock from 
$20 per share to $10 per share & to reduce capital of corporation by an 
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OVER 300 PAGES OF USEFUL INFORMATION 
FOR TELEPHONE MEN IN THIS BRAND 
NEW (1955) BOOK 
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A large number of telephone companies would like to make expensive improvements and/o1 
Institute an expansion program but are delaying it because they do not know how to raise the 
necessary money. 

TODAY ... in this new Financing Manual, a part of TELEPHONE ENGINEER'S 1955 
CA TALOG-DIREC TORY, complete steps necessary to prepare for raising capital for improve 
ments and/or expansion are clearly set forth. Even the proper forms to be used are illustrated 
and explained so that following them is quite simple. 


In addition to showing the proper steps for raising capital, this manual explains in detail 
where this money can be raised. 











Many, many telephone companies are ‘TODAY entitled to rate increases but just do not 
know how to go about obtaining them. 

HERE in this BRAND NEW (1955) BOOK is being published a tried and true method ot 
preparing and presenting a rate case in seeking just and equitable rates as written by one of the 
best informed and authoritative telephone executives. 

Written in simple, every day language, easy to understand and concisive, the steps as out- 
lined should provide the manager of any small telephone company with the full details neces- 
sary to prepare and present a creditable rate case. 

Many companies have saved much time and expense by using this outstanding RATE CASE 
PROCEDURE...and are TODAY enjoying healthy profits instead of barely making ends meet. 


MERCHANDISING . . . of the many extra services, special types of equipment and other 
revenue bringing sources of telephone companies cannot be neglected today. ‘he earnings of 
many exchanges have been boosted considerably by this added income . . . and owners of tele- 
phone companies are finding that many subscribers are better satisfied when they find these ex- 
tra conveniences can be had. The MERCHANDISING section of the Brand New (1955) CAT- 
\LOG-DIRECTORY presents many practical ideas for SELLING MORE 'T ELEPHON FE SER- 
VICE. 


In answer to continued requests from telephone men...aset of Specifications for Modern 
Plant Construction has been compiled and is an important adjunct to this new book. 


The most complete list of reference books relating to the telephone industry ever compiled, 
together with a short desc ription of each, the price and how to secure them is presented in the 
book section. 


More than 100 different pamphlets, brochures and descriptive pieces of literature describing 
the many, many items used in telephone er are discussed . . . and made available FREE to 


users of TELEPHONE ENGINEER'S 1955 CATALOG DIRECTORY. (A postal card re- 


quest form is furnished for convenience in securing any or all of them.) 


Approximately 700 reliable manufacturers, suppliers, engineers and others serving the needs 
of the $16 Billion telephone industry are listed for quick reference in this big 1955 CATALOG- 
DIRECTORY. The hundreds of pieces of equipment and other items used in or around a tele- 
phone plant together with the many sources of supply of each item are alphabetically listed in an 

easy-to-find-manner. (One of the regular users of this annual DIRECTORY-CATALOG aptly 
described it “as handy as a pocket on a shirt.”) 


PUBLISHED ANNUALLY BY 


TELEPHONE ENGINEER Publishing Corporation 


Phone Rogers Park 4-3040 - 7720 Sheridan Road <« Chicago 26, Illinois 











capital of corporation by an aggregate amount equal to $10 for each share 
of common stock issued & outstanding on effective date of such change. 


Also approved was another proposal whereby number of authorized shares 
of common stock was increased from 10,000,000 to 15,000,000. The in- 
crease in authorized shares will provide "flexibility for future capi- 
tal requirements," it was stated. 


Following stockholders meeting, Board of Directors declared 50% stock 
distribution on common stock, payable June 30 to stockholders of record 
at close of business on June 3. Cash dividend on common was increased 
from 40 to 48 cents per share quarterly, which would be equivalent to 32 
cents per share quarterly on stock to be outstanding after 50% stock dis- 


tribution. 


* + * 


amount first mortgage bonds, 3.40% series due in 1985, and at the same 
time has sold 13,500 shares of its common stock amounting to $405,000 to 
the parent General Telephone Corp. Proceeds will be used in part to re- 
tire short term loans, with balance to help finance company's 1955 con- 
struction program. 

* * * 


ministration had 325 telephone borrowers to whom had been allocated 
$219,094,000, REA reported last month in a statistical summary of the 
program. As of March 25, REA had $46,226,000 in telephone loan applica- 
tions on hand. Actually advanced to borrowers as of March 31 was 
$89,693,000. 


* * x 


RALPH M. DAVIS, formerly assistant attorney general, has been appointed 
member & chairman of Washington Public Service Commission by Governor 
Arthur Langlie. He succeeds late Chairman E. W. Anderson. In another 
state commission appointment, Hillis Townsend, Charleston attorney, has 
been appointed to West Virginia Public Service Commission to fill va- 
cancy created by resignation of Charles E. Anderson. 


x Ok Ok 


HIGHLIGHTS: — Looking Glass Prairie Tel. Co., Mascoutah, Ill., will sell 
$60,000 in preferred stock to finance dial conversion. .. United Tel. 
Co., completed $500,000 dial conversion project at Newburg, Mo. ... 
John Dillard, pres., Nehalem (Ore.) Tel. & Tel. Co., announced plans for 
converting Nehalem system to dial .. .H. Earl Grimm purchased Elkhart 
(Ia.) Tel. Exchange. Grimm said exchange will be converted to dial. Mr. 
& Mrs. Galen Freel will operate the exchange .. . Runestone Tel. Assoc., 
has moved its administrative offices from Barrett, Minn., to Hoffman, 
Minn. Berdell Skogstad is new mgr. ... Port Hope (Mich.) Tel. Co. will 
convert to dial on Junel.. . Hardin County Tel. Co. completed dial con- 
version project at Elizabethtown, Ill. . . . Phillips County Tel. Co. 
considering $94,000 dial conversion project at Holyoke, Colo. ... Mrs. 
Grace Henderson, owner of the Snelling (Calif.) Tel. Exchange, announced 
Snelling exchange is being converted to dial operation. 
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THE | wcopress SLEEVE 


AND THE NICOPRESS TOOL 
GIVE YOU A PERFECT SPLICE 


@ All you do is clean ends 
of wire—insert wire in 
Nicopress sleeve and com- 
press with the Nicopress 
Tool—It only takes a 
minute and the completed 
splice has high conductivity 


and strength, permanently. 


tsk your 
Dobler 










* 
Micopress 
is the Registered Trade Mark of The 
National Telephone Supply Company 





The National Telephone Supply Company 


5100 SUPERIOR AVENUE @ CLEVELAND 3, OHIO 


Canadian Mfr.—N. SLATER CO., LTD., HAMILTON, ONT., CANADA 


Export Distributor—INTERNATIONAL STANDARD ELECTRIC CORP., NEW YORK, N. Y. 





Industry NEWS Briets 


Four Cutovers Completed 
By Nebraska Continental 


ALMOST A YEAR of work by the 
Nebraska Continental Telephone Co., 
Columbus. Neb., on the conversion of 
four of its exchanges has been con- 
cluded with the conver- 
sions of Battle Creek. on January 25; 
Orleans, on February 8; Palmer, on 
February 22; and Beaver City. on 
March 16. 
converted from magneto operation to 
unattended automatic operation. 

The Battle Creek conversion in- 
cluded a total of 180 lines and 406 
The Orleans conversion 


successive 


Each exchange has been 


telephones. 
included an initial installation of 180 
lines and 363 telephones. Since the 
date of the conversion, the company 
has received delivery of an addi- 
tional 20 lines at Orleans, making a 
total of 200 lines at this exchange. 
The Palmer included a 
total of 160 lines and 336 telephones. 
The Beaver City conversion included 
a total of 220 and 424 tele- 
phones. An additional order of 20 
lines for Beaver City is scheduled 
for delivery in June of this year. 


conversion 


lines 


Motel Sales Possibilities 
Indicated In Two States 


PossIBILITIES of telephone installa- 
tions in motels, rapidly becoming 
recognized as part of Bell System 
companies.,sales efforts, have again 
been demonstrated in tests conducted 
by the Michigan Bell Telephone Co. 
and the New England Telephone & 
Telegraph Co. in Vermont. 

More than 50% of the Vermont 
motels accepted installations in which 
a small private branch exchange 
switchboard is provided and _tele- 
phones are put in every unit, and 
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scenes 


BEAVER CITY, NEB. CUTOVER: — Left to right: MAYOR DEWEY HEIDLOFF, Beaver City, Ne- 

braska, Commissioner PAUL E. PETTYGROVE, member, Nebraska State Railway Commission, 

and W. T. AUTRY, vice president and general manager, Nebraska Continental Telephone Co. at 
dinner celebrating conversion of Beaver City, Neb. to automatic telephone service. 


nearly half of the Michigan motels 
contacted took the service. Others 
in beth states have it under considera- 
tion. 

Average annual revenue per motel 
involved is now eight to nine times 
what it was previously. A number 
of the motels are now advertising that 
they have telephone service available, 
and have asked the motorists’ and 
motel associations of which they are 
members to point to the telephone 
service in forthcoming directories. 


Communications Tower Tops 
General of Ky. Building 

A RECENTLY constructed micro- 
wave communications tower atop the 
General Telephone Co., of Kentucky 
building, Lexington, Ky., will serve 


‘ 


a dual purpose. The tower will be 
used immediately by the WLEX tele- 
vision station. It later will be used 
by both the General and Bell Tele- 
phone companies for the long-dis- 
tance circuits. 

H. J. Huether, Jr., president of 
General of Kentucky, said toll cir- 
cuits will be superimposed on_ the 
tower to carry “long haul” toll calls 
for the two telephone systems. He 
explained that as present toll facili- 
ties (cable) become obsolete or load- 
ed to capacity they will be supple- 
mented and replaced with the micro- 
wave system. 

The tower rises almost 120 feet 
above the roof of the 90-foot build- 
ing. It was constructed by the Radio 
Construction Co., Inc., Pittsburgh. 
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Foundation for the tower was con- 
structed by the Hargett Construction 
Co. The tower cost approximately 
$100,000. 
structed at a cost of approximately 
$2,700. 


The foundation was con- 


General of Ohio’s Construction 
Totals Nearly $4,000,000 

THE CONTINUING program of plant 
expansion and service improvements 
of the General Telephone Co., of 
Ohio, involved gross plant expendi- 
tures last year of $3,898,624, accord- 
ing to the annual report of President 
Clare E. Williams. 

This program included the conver- 
sion in 1954 of 14 exchanges serving 
more than 7300 telephones to dial 
operation and the net addition of 
5.025 telephones. 

The number of local calls and long 
distance usage hit record highs dur- 
ing the year. 

Net income of $1,111,345 compar- 
ed with $999,118 for the previous 12 


months. 


Tennessee Company Wins 
Rate Order Revision 

THe Estiti Sprincs, Tenn., Tele- 
phone Corp., won a major round last 
month in its efforts to obtain a “rea- 
sonable rate” order from the Tennes- 
see Public Service Commission. 

Chancellor Thomas A. Shriver rul- 
ed that the commission must revise 
its rate order so the telephone com- 


PALMER, NEB. EXCHANGE BUILDING: — Nebraska Continental Telephone Co’s new exchange 


building at Palmer, Neb., houses unattended automatic equipment. 


Note outdoor telephone 


booth provided to furnish 24-hour telephone service for the community. 


pany may obtain enough revenue to 
“at least break even” and to convert 
to a dial system. The move to have 


the matter remanded to the commis- 


sion came upon agreement of counsel 
for both the complainant and defend- 
ant. Chancellor Shriver specified the 
commission should return it’s revised 


CONTINENTAL (OHIO) TELEPHONE CO. was honored at the closing session of the 1955 Ohio Independent Telephone Association convention 
when the association awarded a plaque to the company in recognition of it’s outstanding efforts in the field of community service, public 


relations, and progress. 


be the only woman in Ohio actively engaged in the management of a telephone company. 
and a daughter-in-law, GENEVA (left), serves as cashier and chief operator. 
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MRS. LUCILLE M. KAUFMAN, General Manager (second from right), is the principal stockholder, and is believed to 
Her son, ROBERT (right), is the local manager, 
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with Automatic’s 
**Dollar-Saver”’ 
Discharge Blocks! 






































over the country. 







Order Cat. No. 
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Banish Burnaway... 






Type 70’s are proved money-savers 


Order Cat. No. 


When ordinary, non-grounding 
discharge blocks are used, each 
discharge tends to burn away a 
little more of the electrodes. . 






‘io cia em 
WUMMMUMdddddbdAAds 


... thus widening the gap. Such 
blocks become completely ineffec- 
tive in time, since they protect 
only at constantly increasing 
potentials. 


... Get La l ing Protection 


fm 
' 


Lee 


When Automatic’s Type 70 
“‘Dollar-Saver’”’ Discharge Blocks 
are used, a current jumping the 
gap heats the bi-metallic strip . . . 


Y 





BB Be 


WIZZ ZIZZO, 


. .. which bends, shorting the line 


...then resets itself. Sawteeth 
and carbon are still sound, not 
partially burned away. Type 70 
provides lasting, dependable 
protection. 


in actual telephone service all 
SC-10 (.003’ gap) for substation protectors 
and distributing frames. (Operates 

within UL requirements.) 

SC-11 (.0055” gap) for cable terminals and 
crossarm arresters, 


Distributor in U. S. and Possessions: 
Automatic Electric Sales Corporation, 1033 W. Van Buren St., Chicago 7. 


<p ELECTRIC | 
AUTOMATIL RY ELECTRIC 





® 


ORIGINATOR OF THE AUTOMATIC DIAL TELEPHONE 









to ground instantly. Type 70... 






order to the court within 30 days. 
Estill Springs Telephone Corp. had 
asked the court to enjoin the com- 
mission formerly known as the State 
Railroad and Public Utilities Com- 
mission, from enforcing its rate or- 
der, and the hearing was on this re- 


| quest. 





The company which serves 163 
subscribers in Estill Springs and ad- 
jacent rural areas of Franklin Coun 


ty, first appealed to the commission 


| in December, 1953. 


It alleged in the suit that after 
“unreasonable and 
lay” in December, 1954, the commis- 


unnecessary de- 


| sion approved the company’s requests 


| for issuance of stock and a projected 
| $40,000 loan to finance conversion 
_to the dial system, but denied the 
| interim rate increases needed to in- 
| sure both the stock and the loan. 


| estimated 


The commission was instructed to 
“establish such rates based on present 
operation as will enable the company 
to operate without a loss so as to at 
least break even, and to establish an 
rate base and rates 
to provide said rate of return after 
conversion to dial operation.” 


Hancock (N. Y.) Tel. Co. 


| Wins Rate Adjustment 


New YorkK Public Service 


THE 


Commission has accepted a_ tariff 
amendment filed by Hancock (N. Y.) 
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Telephone Co. designed to increase 
rates effective April 1. This marks 
the first time in more than 30 years 
that the company’s rates will have 


| been changed. 


The company serves about 600 
telephone stations in and near Han- 
cock, Apex, Cadosia, Fish’s Eddy and 
Kelsey, all in southern Delaware 
County. Until last month, service 
was rendered through a two-position 
magneto switchboard in Hancock. On 
February 7, however, the company 
converted its operations to dial ser- 
vice after having almost doubled its 
investment in plant during 1954 by 
spending close to $70,000 for plant 
modernization. 

In filling its new tariff, the com- 
pany reported that continued opera- 
tions under present rates would re- 
sult in a loss of almost $4,000 this 
year because of its heavy investment 
in new plant and said the revenues 
to be derived from the new tarif! 
were needed to enable it to meet ex 
penses and earn a fair return. 

The new monthly rates are: Resi 
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POWERS 


Does the Work of 


3, 


Soe ee eT 


Ladder can be revolved 360° 
at elevations from 30° to 
75°. tn 236", 26°6",, and 
30’6” mechanical units, or 
35’ hydraulic model. 


Body is 108” long, for in- 
stallation on dual-rear wheel 
chassis having cab-to-axle 
dimension of approximately 


; 60” 

' 

. 

j Derrick utilizes flexible steel 
} cable instead of conventional 
{ center leg. Stows in loading 
\ area rack when not in use. 


POWERS -AMERICAN DIVISION 
McCABE- POWERS 
AUTO BODY COMPANY _ 
| 5900 No. Broadway + St. Louis 15, Missouri 


Ie BOP EERE OE 


©. Berkeley 10, California 3 


BD SES IR weg Te? aie Let ek BS he lag me 
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TWO TRUCKS 





Here's a multi-purpose body that 
does work normally requiring two 
or more specially-equipped 
vehicles. 


FOR OVERHEAD WORK... the body 
has a Powers-American mechanical or 
hydraulic Aerial Ladder, in a working 
height best suited to individual needs. 















FOR SERVICE WORK . . . compartments 
provide space for the orderly storage 
of a wide assortment of tools and parts. 


FOR CONSTRUCTION WORK... 
simplified, easy-to-use derrick handles > 

poles up to 35 ft. in length. A 10,000 . 
Ib. underslung winch pays out cable 
beneath the body floor. A universal 
swivel sheave permits winch line pull 
in any direction, without limitation. 


COMPLETE DESCRIPTION is given in 
Bulletin No. 118. A copy, with quota- 
tion, is yours for the asking. 

































































adhesion test 



















The conductor must break 
before it slips 












P clamps are the most widely used method of attaching drop 
wire to buildings. Lest you may worry about a P clamp causing 
slipping of the insulation or jacket on Alphaduct Neoprene 
Jackered Drop Wire — read about this Alphaduct service test. 
This test is made daily. 
A sample of Alphadict wire is inserted in a P clamp with 
12 inches Of the wire projecting from the top of the clamp. 
The bail of the clamp is then inserted in the upper jaws of a 
tensile testing machine, and the end of the wire is stripped free 
2 Ad insulation and inserted in the other end of the 














ORT I eet 






: The jaws of the machine are then gradually separated until 
k the conductor breaks. The conductor must break before there 
are ANY slipping of either the jacket or the insulation. 

A Don’t have any worries about a little old P clamp hurting 
ALPHADUCT drop wire. Try Alphaduct. It’s dated by a color 
coded thread so you can see for yourself how long it lasts, 
how much money it saves. 











WIRE AND CABLE COMPANY+ MILLTOWN, NEW JERSEY 
NATIONAL DISTRIBUTORS * LEICH SALES CORPORATION, CHICAGO, ILLINOIS 
REGIONAL DISTRIBUTORS * PANKEY SUPPLY CO., CHARLOTTESVILLE, VA. 
THE LINDSAY TELEPHONE SUPPLY CO., CLEVELAND, OHIO 
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dential, individual line, $4.25; five- 
party, $3.00; 10-party rural, $3.25; 
extension station $1.00. Business, 
individual line, $6.25; five-party and 
10-party rural, $5.00; extension sta- 
tion, $1.50. 


Improvements Planned 
at Champlain, N. Y. 

K. H. Knapp, president of the 
Champlain (N. Y.) Telephone Co., 
recently announced that the Cham- 
plain Tel., has started a 100% “re- 
vitalization” program. 

The company. has three exchanges: 
Champlain, Mooers and Rouses Point. 
The Mooers exchange serves Mooers 
Forks, Altona and Irona. 

Mr. Knapp stated — “We are forg- 
ing ahead with our outside plant and 
expect to have Rouses Point dial by 
December, 1955, Champlain in 1956, 
and Mooers in 1957.” 

The company serves aproximately 
1,625 subscribers and after comple- 
tion of dial, it expects to serve in ex- 


cess of 2,400. 


Sacred Heart Company 
Plans Major Improvements 

T. O. BERGE, secretary-treasurer of 
the Sacred Heart (Minn.) Telephone 
Co., recently announced plans for ex- 
tensive plant improvement projects 
for the Montrose (S. D.) Telephone 
Co.. and for the Sacred Heart Co. 

Town plant reconstruction and dial 
conversion is scheduled for Mont- 
rose. Cost of planned improvements 
is estimated at $25,000. The recon- 
struction of the rural plant was made 
three years ago at a cost of about 
$30.000. 

Dial installation is planned for 
Sacred Heart. Slow rebuilding of rur- 
al switched lines may delay the cut- 
over to next year. Cost of dial equip- 
ment and rural line reconstruction is 
estimated at $80,000. Two years ago 
the town plant was entirely rebuilt to 
common battery with buried cable 
sufficient to serve an increase of 50 
percent in the number of telephones 
in town and country. At that time 
a new brick veneered office and man- 
ager’s dwelling with garage was built. 
The total cost of that improvement 
was $40,000. 


Hawaiian Telephone Co. 
Boosts Revenues 8% 

IN A YEAR OF “considerable 
achievement,” the Hawaiian Tele- 
phone Co. in 1954 “installed and re- 
moved more telephones, handled 
Please Turn To Page 28 
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r line clearance 
BRUSH KILLERS 


: you name it... 


: THOMPSON 
Vv 


makes it! 





Thompson, one of a handful of America’s basic manufacturers 
of selective herbicides, makes every type of proven efficiency — 
ready for your use — whether you employ foliage spray, basal 
bark or stump treatment. 









“ | LOW VOLATILE CONTROLLED VOLATILITY 
: BRAMBLCIDE 5 —L. V. BROAD SPECTRUM — PENTYL ESTERS 
it 2,4,5-1 BRAMBLCIDE 
BRAMBLE-WEEDICIDE 5 —L.V. BRAMBLE-WEEDICIDE 

r 2,4-D — 2,4,5-T BRAMBLCIDE 5 N 3 W / 
r- BRAMBLE-WEEDICIDE 5 

Thompson's ex- 
4 BROAD SPECTRUM ...or LOW VOLATILE... whichever you prefer, —s Poison a 
‘ Thompson’s delivers more kill per gallon because every gallon is fortified opin ert i, 
S with a new and exclusive surfactant perfected in the Thompson labora- dead — roots and =, 
O tories. No other “creeping agent” duplicates its performance. all. Stop future re- 

th. Pl POISO, 

‘4 MORE GALLONS PER DOLLAR...when you specify Thompson you get i on pa WY po 
le a finished product from the basic producer... your most economical method truck for lines- Hite 
0 of buying. JE 
' for most efficient kill at lowest cost* 





SPECIFY. | 
Order through 


FIRST NAME IN BRUSH KILLERS 






Buckeye Telephone () : 
& Supply Co. hemicals | | 

e Kellogg Switchboard THOMPSON CHEMICALS CORP. *Write for station paper 19. 
& Supply Co. St. Lovis 3, Mo. Los Angeles 27, Calif. It provides latest research 


on right of way herbicides, 


Leich P 3 tage 
wich Sales Corp. their selection and application. 


d Or Direct 


YOUR MAY, 1955 TELEPHONE ENGINEER & MANAGEMENT 25 












TBM Service 


Entrance Mast 





for better 


booth installations 


The TBM Service Entrance 
Mast provides complete service- 
entrance facilities for your 
outdoor booths with lower cost 


Raises 


power and telephone lines for 


and easier installation. 
proper ground clearance; 
looks better; lasts longer; costs 
less than any comparable in- 
stallation. “The standard mast 
is furnished complete with two conduits, insulators, 
wire holders, entrance devices. Meter socket, 
breaker box, flood lights and time switch can be 


ordered separately. 
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Cat. No. Description Each 

TBM-12 12-foot Mast (standard) $34.50 

TBM-1i4 14-foot Mast (standard) 36.25 
Prices are F.O.B. Chicago and subject to change 


TELEPHONE 





“~ pointers 
for plantmen 
and managers 














Heads turn, 


coin boxes jingle, 





with Aleoa Aluminum Booths 










All eyes are on the new Alcoa aluminum booth, which users 


Made by Aluminum Company of 






find pretty hard to resist. 


America, it’s big — roomy clean looking — colorful . . . packs 






And it offers you the opportunity to 





a terrific sales appeal! 










save. You save on maintenance because the Alumilite finished 






You save 





frame does away with painting, always looks spotless. 


on transportation costs because of aluminum’s lighter weight. 






And you can save even more by buying the booth knocked down, 






All necessary accessories to operate the 






ready for assembly. 


booth efficiently are part of the standard booth. ‘These include 






fluorescent lights, wire inlets, integral kick plates, door closing 


‘Take 






device, spring door stop, directory shelf and racks. 






advantage of the great potential revenue that’s yours on the high- 


Call 






ways and in the business districts of your Community. 





the nearest Automatic Electric warehouse or area 






representative and order your Alcoa booths today! 







‘Showing the way” will increase 
your revenue 













Highway Directional Signs tell 






passing motorists exactly when and 





where they'll come to an outdoor pay- 
Remind make that 
call. The word “Telephone” is 





station. them to 
















printed right on the blue and white 
Mile,” and 


“Here” are separate emblems that adhere fast to the sign. 







sig 


gn, while the completing messages, “2 Miles,” “1 











Cat. No. Description Each 
S-7272 Highway Directional Sign $9.80 
S-4133 Emblem “2 Miles” 1.10 
$-4132 Emblem “1 Mile” 1.10 
S-4131 Emblem “Here” 1.10 







Buy Automatic’s Approved Supplies 


Recommended & Sold Through Our Distributors 


















Distributors in U. S. and Possessions: Automatic Electric Sales Corporation 
1033 West Van Buren Street, Chicago 7, U. S. A. 
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Ne choice 1s oe AUTOMATIC TOLL 
TIME CALCULATING AND RECORDING 


GALCULAGRAPH 


Because they quickly save many times their initial cost, 
CALCULAGRAPH permanent printed records eliminate 
switchboard detail work, speed service. Accuracy-to-the-second 
permits collection of all the revenue due on every call. 
CALCULAGRAPHS are precision instruments featuring 

high visibility dials, smooth silent lever action. Available in 
several models, they can be engineered into new equip- 

ment by your switchboard builder or easily included in your 
present set-up. For complete information just call or write. 


GALCULAGRAPH COMPANY 


HARRISON - NEW JERSEY 








THE STANDARD OF ACCURACY SINCE 1602 
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HIGHWAY 


LINE CONSTRUCTION 
AND MAINTENANCE 
EQUIPMENT 











HC EARTH 
BORING MACHINE 


MW-128 
UTILITY TRUCK Boby Mf 


& 1U-76 
INSTALLER'S UNIT 
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PWD-2 
CABLE REEL 
TRAILER 


Highway line construction and maintenance 
equipment —— designed for safety, depend- 
ability, economy and long, trouble-free service 
life — the most completely engineered equip- 
ment available today. 


That's the reason Highway equipment is more 
widely specified and used than any other. 
Highway’s complete, experienced engineering 
service and extensive production facilities 
mean the right solution to your problems too! 
Call, wire or write for full information and 
specifications today. 


HIGHWAY TRAILER COMPANY 


HEADQUARTERS: EDGERTON, WISCONSIN 
MANUFACTURERS OF: 


HIGHWAY Commercial Trailers @ Trailerized Tanks and Dry Bulk 
TRAILERS Haulers @ Public Utility Bodies @ Earth Boring Machines 


® Pole and Cable Reel Trailers © Winches ® -Power 
Take-Offs © Service Accessories 


SOS SALES AND SERVICE IN PRINCIPAL CITIES 












(Continued From Page 24) 
more calls, and paid out more in sal- 


aries, wages and dividends than ever 


before.” President J. Ballard Ather- 


_ ton pointed out in his annual report. 


The company added 7745 tele- 


| phones in 1954 to bring the total in 
| service at the end of the year to 
| 132,822. The construction bill for 
| 1954 totaled $5,697,000, and the 


gross investment in plant rose to 


| $43,000,000. 





Total operating revenues. of 
$12,814,750 were 8% higher than 


| the 1953 total. At the same time op- 


erating expenses also rose by 5% to 
$8,337,499. Net income of 
$1,213,402 was an_ increase of 
$112,554 or 10.2% over 1953. 


General of Indiana Reports 
Gains In 1954 

“SUBSTANTIAL PROGRESS” was made 
by the General Telephone Co. of In- 
diana last year in the improvement 


| and expansion of its services, Presi- 


_ dent H. E. Hussey informed stock- 
| holders in his annual report. 


The company, now in its 25th year, 


| was serving 130,128 _ telephones 
| through 68 exchanges at the end of 


1954, with 83,173 or 64% of the 


| stations dial operated. Construction 
| expenditures last year totaled 


| $3.823.000. 


Operating revenues for 1954 


| amounted to $9,428,000, an increase 
| of $84,000, or 6% over 1953. Op- 


erating expenses and taxes last year 


| were up $578,000, or 7.8%, over the 
| previous 12 months. Net income of 





| $1,024,000 compared with $982,000 
| for 1953. 


$16,200,000 Construction 
Budget Set by Peninsular Tel. 


A NEW CONSTRUCTION BUDGET of 
$16,200,000 was approved by direc- 
tors of the Peninsular Telephone Co., 


| meeting in Tampa, Fla. 


The rapid growth and expansion 
of Florida’s central West coast area 
served by Peninsular and a conse- 
quent increase in telephones was cit- 
ed as one reason for this record- 
breaking expenditure. 

Another factor was the higher cost 
of materials and equipment, and the 
higher investment required to pro- 
vide service in outlying areas. 


Nebraska Continental 


| Reports Gains In ‘54 


EARLE BLOMEYER, president of the 
Please Turn To Page 32 
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MANCHEX" TELEPHONE BATTERIES 


Sg Sweet Nek ‘ee 
ES . emt? Tie a ' oe = 
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4 UNDER WATER... 
EQUIPMENT AND EXIDES 
DEFIED THE FLOOD! 


IN 1952 THE CORNING DIAL EXCHANGE OF THE UNITED 
TELEPHONE COMPANY GOT IN THE PATH OF THE RAMPAGING 
MISSOURI. PUMPS FAILED— ALL EQUIPMENT WAS FLOODED 
FOR TEN DAYS! WHEN THE WATER RECEDED, THE 48-CELL 
EXIDE WAS CLEANED, CHARGED AND PUT BACK IN SERVICE— 
TO GUARANTEE POSITIVE OPERATION OF VITAL EQUIPMENT— 
TO FURNISH ADEQUATE RESERVE POWER! DURING AND AFTER 
EMERGENCIES, RUGGED DEPENDABLE EXIDES PROVE THAT 
THEY ARE ALWAYS YOUR BEST BATTERY BUY— 

FOR ALL TELEPHONE SERVICES / 































MEAN a _— 
FOR YOU 


THE IMPROVED PLANTE TYPE 
POSITIVE PLATES OF THE EXIDE- 
MANCHEX BATTERY ARE OF THE 
MANCHESTER DESIGN~- AN 
EXCLUSIVE EXIDE FEATURE, 
BUTTONS OF LEAD DELIVER THE 
POWER YOU NEED, WHEN YOU NEED 
IT. OVER A HALF CENTURY OF 
DEPENDABLE PERFORMANCE IN 
TELEPHONE BATTERY SERVICE 
HAS DEMONSTRATED THAT 
EXIDE BATTERIES WITH THEIR 
BUTTONS OF POWER ARE 
YOUR BEST POWER BUY— 


AT ANY PRICE! 


DIAL ‘system UCL? - 


AND EXIDES HELP THEM D0 IT / 


AUTOMATIC SWITCHING DEMANDS A STANDBY 
SOURCE OF POWER TO INSURE SERVICE CONTINUITY. 
TO SUPPLY INSTANT, AMPLE POWER, EXIDE MAKES 
A COMPLETE LINE OF TELEPHONE BATTERIES— 
IN BOTH GLASS AND PLASTIC, BACK OF EACH 
EXIDE STANDS YEARS OF CONSTRUCTION 

SKILL AND ENGINEERING RESEARCH! 





LET EXIDE HELP SOLVE YOUR TELEPHONE 
BATTERY PROBLEMS. @ CALL AN EXIDE 
SALES ENGINEER FOR FULL DETAILS.@ WRITE 
FOR FORM 4993, A TELEPHONE BATTERY 
-NGINEERING AND MAINTENANCE MANUAL. 





> 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa, 
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As Communitie. 


. .- AND SUBSCRIBER CARRIER, 
TOO 


Population growth beyond the capacity 
of your original subscriber leads involves 
another problem of system expansion. 
North Subscriber Carrier provides for as 
many as ten additional stations per 
channel—stackable to four channels per 


physical pair. 
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Most telephone companies are familiar with @ 
the problems of trunking expansion brought meets your increase 


on by growth of the communities they serve. 














Many of them have learned to convert this 
problem into profit by applying North Trunk rf q | C 

Carrier to existing pairs at a greatly reduced emdn at 0 Ww ost 
cost in comparison to construction of addi- . 
ad tional physical lines. A channel of carrier is 
~~ the full equivalent of an additional pair of 
wires, and as many as four channels can be stacked on an 


existing pair in addition to the trunk already in service. Avail- 
able for ring-down, or duplex E & M service. 


NORTH CARRIER 


* Provides new trunk circuits over lines now filled to capacity, with- 


out disturbing the physical circuit. 


Provides capacity for additional revenue through increased traffic. 


Eliminates delays and lost calls resulting from crowded trunks. 


Helps to meet the demands at peak load periods with faster, better 





quality service. 


Provides simplest and lowest cost trunk installation, in keeping 


with best telephone practices. 


Beat the high cost of growing —with 


NORTH TRUNK CARRIER 






A RING-DOWN TRUNK TERMINAL 
is shown above. Two such identical 






terminals provide a carrier trunk 






circuit. The E&M carrier terminals 






are interchangeable with ring- 





down carrier terminals and are 






similar in appearance. The versa- 






tility of North Trunk Carrier offers 






an infinite variety of arrangements 






to suit any trunk system. 










Galion, Ohio 
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With labor and maintenance costs much higher 
today than some years ago, it is natural for tele- 
phone companies to insist on installing drop wire 
that will give long service. Dependability in 
Lowell’s complete line of Telephone Wires is 
assured by a technical staff using many physical 
tests to determine the effect of heat, aging, ten- 
sile strength, compression, cold, acids, oils, mois- 
ture and abrasion. Tensile test machine at right 
which tests for adhesion enables us to guarantee 
that the adhesion bond between the insulation 
and conductor is stronger than the conductor 
itself. 























Compression testing is essential in high grade insulated tele- 
phone wires. All Lowell parallel neoprene jacketed drop wire is 
tested in our laboratory to withstand pressure of 2000 Ibs. or more 
before the insulation jackets are crushed. Since resistance to com- 
pression determines the quality of the adhesion these tests prove 
that Lowell Drop Wire will stand the crushing action of the 
P Clamp without cracking of the insulation or jacket, thus insuring 


dependability and long life in service. 












“Fine Wires Only” 
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| Columbus. Neb., has reported that 






























(Continued From Page 28) 


Nebraska Continental Telephone Co., 


the company’s collectible revenues for 
the year 1954 increased $50,418 over 
1953 bringing the total collectible 
revenues for the year 1954 to 
$1.156.776. 


Total operating expenses, exclusive 


of taxes amounted to $804,699 for 


the year 1954, which was an increase 


of $13,569 over the previous year. 


Approximately $4,900 of this in- 
crease was due to a higher deprecia- 
tion provision and the balance prin- 
cipally to a general wage increase 
that became effective in December, 
1953, affecting all personnel of the 


| company. 


The Nebraska Continental com- 


| pany expended approximately 


$400,000 on its construction program 
during 1954. The major portion of 
this program included the cost of 


| constructing buildings, installing au- 
_ tomatic central office equipment, in- 


stalling new handset telephones, and 
placing additional cables in order to 


effect the conversion of the Battle 


Creek, Beaver City, Palmer and Or- 
leans exchanges to unattended auto- 
matic operation. Four new buildings 
were constructed to house the new 


“equipment at Battle Creek, Beaver 


City and Palmer, and also to provide 
a garage and store house at Beaver 
City. On December 31, 1954, all of 
the new buildings had been erected 
and the central office equipment had 
been installed in each of the four 
exchanges. The new automatic ex- 
change at Battle Creek was placed 
in operation in January, 1955, the 
new exchanges at Orleans and Palmer 
were placed in operation in February 
1955, and the new exchange at Beaver 
City was placed in operation in 


| March. 


General of S. W. Reports 
Drop in Earnings’ Rate 

THE GENERAL TELEPHONE Co. of 
Southwest had net earnings in 1954 
of $2,197,000, representing a 5.64% 
average rate of return as compared 
with 6.44% in 1953, President Wal- 
ter G. Wright pointed out in his an- 
nual report released last month. The 
company had operating revenues to- 
taling $16,077,000 and expenses of 


| $11.143.000. 
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During 1954, General of the South- 













4 THANKS TO 





GOULD 


4 ey -9 YS fod, | 


TRAAAG 
; 


WE MEASURE VOLTAGE READINGS 


IN One Millionth of Wu Gocondd, «.. 


To Give vou GREATER BATTERY DEPENDABILITY! 


Practically instantaneous voltage readings 

are made possible by the Oscillograph shown 
above. This important laboratory instrument 

has enabled Gould research technicians to 

1) carry on the study of battery performance 
under instantaneous loads of fast circuit-breaker 
operation; 2) study the response of a battery to 
high charge rates; 3) attain more closely a perfect 
balance between grid design and active material. 


GOULD 
Plastic Cell Batteries 
for Stationary Service 





This kind of basic research, in one of the 

i a 5 ©1955 Gould-National Batteries, Inc. 
finest battery research laboratories in the world, 

has given Gould Batteries service life and 


~ 3 
dependability thought impossible only a few 
years ago. That’s why Gould Batteries are 
today’s best battery buy. Specify GOULD! 
For the full story on Gould research, send for Booklet 749. 
“BETTER BATTERIES THROUGH RESEARCH” 


—$— — $— 7 GOULD-NATIONAL BATTERIES, INC. 


TRENTON 7, N. J, 


Always Use Gould-National Automobile and Truck Batteries 
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2% PREFORMED LINE PRODUCTS 
t Tender Loving Care 


FOR SELF-SUPPORTING 
TELEPHONE CABLE 





















SSSSSSSSESEEES 


Puastic insulated wires within a jacket are 
proving to have definite electrical and economical 
advantages. However, this thermoplastic insulation 
must not be subjected to concentrated stresses. Ordinary 
support fittings are not suitable for this type of cable. 
THE ANSWER: PLP Dead-Ends and Tangent Support Line 
Guards used as shown above protect while firmly holding 
cable in an elongated grip, in which the unit pressure is 
small because of the large area of the gripping surface. 
For details of their exclusive advantages, 


ask your Telephone Supplier or write us 
for Descriptive and Technical Data. 

















PREFORMED LINE PRODUCTS COMPANY 
5349 St. Clair Avenue « Cleveland 3, Ohio 
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west spent $5,930,000 on a new con- 
struction, increased the number of 
telephones in service to a high of 
174,293, and handled the largest traf- 
fic volume in its history with aver- 
age daily calls of 1,125,000 local and 
33,900 toll. 


C&P Of DC Resumed Growth 
In ‘54 After Declines Of 1953 

As THE RESULT of a continuing 
construction program that included 
expenditures in 1954. of $13,400,000 
to bring the post-war, nine-year total 
to $122,000,000, the Chesapeake & 
Potomac Telephone Co. of Washing- 
ton was able last year to meet all 
previously unfilled requests for new 
services and for individual lines. 
President James B. Morrison said 
last month in his annual report. 

During the year, a net gain of 
3700 telephones was recorded, com- 
pared with a loss of 5000 in 1953. 
Telephones at the end of the year 
numbered 535,600, still below the 
peak of 539,000 at the end of March, 
1953. Customers made more than 
2,000,000 local and long-distance 
calls daily. 

Total operating revenues last year 
were $50,433,950, compared with 
$49,482,514 in 1953; operating ex- 
penses of $44,700,000 were 1.4% 
above the previous year; and net 
income was _ $5,460,144 against 


$5,088.810 in 1953. 


So. Continental Names 
Kidd to New Post 

THE SOUTHERN Continental Tele- 
phone Co. through its vice president 
and general manager, Homer J. 
Wright, Elizabethtown, Ky., has an- 
nounced the appointment of O'Neil 
Kidd as district manager of the com- 
pany’s Campbellsville District to fill 
the vacancy created by the recent 
death of J. L. Zieg. 

Mr. Kidd has been with Southera 
Continental for a number of years 
and has a broad knowledge and ex- 
perience in telephone work. He came 
originally from Somerset, Ky., where 
he was employed on August 26, 1946 
as a lineman on the construction 
crew. In 1917 he was promoted to 
city repairman and installer in Som- 
erset. In the early part of 1951 he 
was transferred to Scottsville, Ky., as 
local manager, and in November, 
1953 he was promoted to commercial 
superintendent on the Kentucky gen- 
eral manager's staff. 
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Every Type 
of Telephone Cable 


From One Source... ISE! 








Whether it’s cable to serve a few portable 
telephones, or to build a vast network of 
communications —you can look to ISE, } 

associate of International Telephone and 

Telegraph Corporation, for every cable need. 


This worldwide service provides telephone 
cable of all types, in every gauge and quantity — 
for aerial, duct, submarine, and subterranean 
installation. Local exchange cable, long- 
distance audio frequency cable, multi- 
conductor carrier frequency cable, coaxial 
cable, special cable for television or — / 
other uses—ISE provides them all! 


Every type offered must conform to the highest 
possible standards. Rigid production-testing 
guards every foot made for uniformity of di- 

electric strength, insulation resistance, and mutual 
capacitance. And behind all this quality control 
stand the worldwide 1 T&T research facilities! 


ISE has the longest continuous record of service to 
Latin America for its cable needs. What better 
assurance of our meeting your requirements! 

FACTORIES IN SOUTH AMERICA: Cia. Standard Elec. Argentina, S. A. Ind. y Com., 

Buenos Aires, Argentina ¢ Standard Electrica, S. A., Rio de Janeiro and 

(EN Sao Paulo, Brazil ¢ Cia. Standard Electric, S. A. C., Santiago, Chile 


=F Infernational 
Standard Electric Corporavrion 


WORLDWIDE EXPORT DISTRIBUTORS 
Export Department, 50 Church St., New York 7, N. Y., U.S.A. 











~ 
entral telephone ex- Radio aids to air naviga Microwave communica Teleprinters for automatic All equipment for televi- 
lange equipment for in tion... complete airport tions systems and equip transmission and recep sion and radio broadcast- 
stallations of any size, au communications and light ment for pipelines, utili tion of written messages. ing and receiving, point- 
matic or manual. ing equipment. ties, railroads, telephony, to-point communication. 
aviation. 
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Mlemington. Fland. 


BETTER BUSINESS METHODS 


Visible totals speed toll billing with 
new 10% tax Here’s the moderately 
priced, 100% electric, Accounting 
Machine for Simplified Toll Billing. 
Features a special register that 
computes the total toll charge and 
the total tax for each bill. The new 
Low-Cost Bookkeeping Machine will 
also be on display. 


Unique method improves customer 
collections With Kolect-A-Matic, 
one clerk —at one desk —handles all 
accounting for 3,000 accounts. Sig- 
nals show status of all accounts at a 
glance—slow payers stand out. Safe- 
Desk provides point-of-use fire pro- 
tection for your source of revenue. 


Microfilm economies in time and 


filing space Users testify that micro- 
filming toll tickets saves enough to 
pay for the equipment in a year... 
boosts customer relations as well. 
Several models to choose from, in- 
cluding the new Model 8 Film-a- 
record: a low-cost 16mm machine 
that handles 18,000 tickets per hour. 
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For 
Through Lower Cost 


Greater Profit: 


Just out! Newly Revised Manual 
on Simplified Revenue Accounting 


The “best seller” at last year’s 
convention has been improved to 
give you even more effective 
ways to lick costs. Now... even 


See these 
profit-boosters 
at your near-by 
Remington Rand 
office —or write 
for descriptive 
booklets. 


NEW EDITION gives you 40 solid 
pages of cost-cutting ideas...over 
25 pictures and forms...shows 
several improvements in the first 
complete accounting system to 
be developed for the independent 
telephone companies. Pick it up 
at the Convention or mail in the 
coupon. No obligation. 


better solutions to toll billing 
problems of all sorts. Now...new 
machine procedures and new 
forms for handling the new tax 
rate. You’ll find them all in your 
free copy of the revised edition 
of The Simplified Revenue Ac- 
counting Plan. 


Four vital ways you profit 


The booklet describes in detail 
an integrated plan that offers 
rapid, economical accounting at 
a price that any independent can 
afford. Fresh ideas have been 
combined with tested techniques 
to give you: 1) up-to-date rec- 
ords of revenues due; 2) quick 
and economical collection of rev- 
enue; 3) simplification of paper- 
work with no deviation from 
accepted practices; 4) fire pro- 
tection for vital source docu- 
ments at point-of-use. 

The plan is flexible, providing 
alternatives to fit in with your 
special needs. It can be adopted 
a step at a time without disturb- 
ing your operation. See its many 
profitable and ingenious features 
at our nearest office. You'll see 
lots of other Remington Rand 
products that are worth the trip 
alone, such as the latest type 
Sectional Customer Service 
Counters. 


Remington. Fkarnd 
‘Room 2301, 315 Fourth Ave., New York 10 


Please send me a copy of Booklet 
X1468, “Simplified Revenue 
Accounting Plan for the Inde- 
pendent Telephone Company”. 


Name 
Title 
Company 
Address 


Zone_____State__ 
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INCE THE invention of the telephone there 


have been two epochal events in the art of 
telephony. 

One was the invention, development and 
introduction into the business of the dial tele- 
phone. The other was the invention, develop- 
ment and application to telephony of the 
vacuum tube which made possible transconti- 
nental and other really long distance tele- 
phone service. 

Now another epoch is in the making. It 
is the system, now being brought gradually 
into use, of operator toll dialing, which is de- 
signed to bring gradually into use the system 
of customer toll dialing. 

It has taken many years to bring about the 
very substantial present-day integration into 
telephony of dial telephone service. It has 
also taken years to bring about the present 
perfection of long distance telephone service. 
But integration into telephony of operator 
and then customer toll dialing — which have 
been made possible by the other two — 
should not take so long; so long, at least, to 
the point of substantial accomplishment. 

In fact, the establishment of operator toll 
dialing is proceeding quite rapidly for a 
proposition so technical and one requiring 
the introduction of fairly complicated new 
equipment. The establishment of customer 
toll dialing has naturally not been so rapid, 
since it involves a species of training of the 
telephone using public as to its operation. 
But, as to that, it has been pretty well demon- 
strated by the somewhat experimental intro- 
duction of customer toll dialing in a number 
of places, that telephone users take to cus- 
tomer toll dialing much more rapidly and 
much more accurately than had been ex- 
pected. 

This situation comes to the point, there- 
fore, that the Independent segment of the 
telephone industry will be called upon, per- 
haps sooner than many Independent com- 
panies had expected, to determine the extent 
to which they can and are willing to introduce 


operator toll dialing, and later customer toll 
dialing, into their own systems. 


An Epoch In The Making 


We do not imply that the Independent seg- 
ment of the industry has been asleep at the 
switch on this proposition. Far from it. 

Back in 1952, when this proposition first 
began to affect Independent companies gen- 
erally, the United States Independent Tele- 
phone Association appointed a Dial Inter- 
change Committee, which has been working 
diligently with similar representatives of the 
Bell System, on the large number of ques- 
tions, technical and otherwise, that arise from 
these new types of service. 

A technical subcommittee of that commit- 
tee has now issued a report of some 100 pages 
on technical questions of this toll dialing. A 
copy of this report was sent to each member 
of U.S.1.T.A. 

In connection with this report, the 
U.S.LT.A. Dial Interchange Committee raises 
the important question as to the extent to 
which Independent companies — and partic- 
ularly small companies — can or will partici- 
pate in this new toll dialing plan. The com- 
mittee makes it clear that there is nothing 
mandatory about such participation — and 
that companies not wishing to supply the 
added equipment for these services may con- 
tinue to interchange toll service with Bell Sys- 
tem and other Independent companies on a 
manual or other suitable basis. 

It can be assumed, we think, that the larger 
Independent companies will supply the neces- 
sary added equipment and will participate in 
the toll dialing program. There may be many 
smaller Independent companies that are in 
position to and that will wish to do likewise. 

The important thing at the moment is that 
all Independent companies understand the 
program and what it entails in the way of 
additional equipment. The committee has 
invited questions from any Independent com- 
pany. 

This toll dialing program is an epoch in 
the making. It will, in time, revolutionize 
long distance telephone service. The extent 
to which the Independent segment of the 
telephone industry participates in it may be 
of great importance later on. 


(The foregoing editorial, although copyrighted, may be reproduced in whole or in part 
without charge, provided credit is given this publication and a copy of such reproduc- 


tion is filed with this publication. 











This legend need not appear on the publication.) 
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OFFICE SYSTEMS 
AT MODEST 
MONTHLY RATES 
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f 
| you had a display 


window this would really 


do business! 


If increasing your revenues an easy and profitable way is an 
objective, then take the Stromberg-Carlson “6K” multi-line sys- 
tem into your selling program. 


Business subscribers whose needs involve sharing of outside 
lines—with or without intercommunication—welcome the mod- 
ern convenience of this equipment. The ability to Answer, 
Originate, Hold or Transfer calls on 1 to 5 lines, plus the amaz- 
ing variety of arrangements to which the 6 buttons can be put— 
these advantages have only to be shown to promote favorable 
acceptance and often a contract. 


What’s more, the “6K” is the easiest multi-line system to install 
and maintain. The entire system is standardized, and telephone 
and terminal box are factory-wired. All of which means less 
service costs and more profit when you do “sell” one. 


Ask any Stromberg-Carlson representative to help you line 
up prospects and, if you want, call on them with you. 


a4 Stromberg-Carlson 


ROCHESTER 3, NEW YORK 


Brancu Orrices: Atlanta 3, Ga. + Chicago 6, Ill. + Kansas City 8, Mo. 
San Francisco 3, Calif. « Manufacturing Branch, Dallas, Texas. 


We are glad to announce that production of 
NOT Kk “6K Systems” allows for immediate delivery. 
I dA Also—a new Engineering Bulletin has been 
completed on the operation and maintenance 


of this system. Just ask your nearest branch 


for bulletin T-129. 





DEPEND ON RELIABLE...MANY PLANT AEH OG? 


Wirelink 


Wirevise 


“WIRELINK | 
and WIREVISE | 


Wirelink and Wirevise are the natural means for splicing 
and deadending the solid steel wire supporting Rural Dis- 
tribution Telephone Cable. Wirelink and Wirevise are also 
designed for use with .109 conductor and all 12 BWG iron 
wire. 
Send for sample Case hardened steel gripping chucks develop the nom- 
and inal strength of the wire. To splice, simply push the wire into 
. : Wirelink; to deadend, push wire all the way through Wire- 
full information vise. Wirelinks reach you packed with pure petroleum jelly 
to prevent corrosion and to make them suitable for splicing 
conductor as well as support wire. 
Wirevise is internally coated with No-oxid oil and is one 
piece. The stainless steel bail is captive yet one leg can be 
freed for assembly through eye-type hardware. 


RELIABLE ELECTRIC COMPANY 
3145 Carroll Avenue 
Chicago 12, Illinois 


Telephone Protective and 

Ticiidal Nastased 4 i peice 
“a tallca, Uno old Over 45 Years Service to the Utilities 
Central Office Needs. 


Sh 
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l ANONYMOUS ALICE 








When you answer your tele- 
Phone, don’t say “hullo.”’ 





It's better to give your company’s 
name or your department's or 
perhaps your own name. 








Why 









“MR. WATSON WHATSAY’ 


Speak directly into the tele- 


phone with lips close to the 


transmitter — this position gives 
the best results. 









PHANTOM PHILLIP 








Phantom Phillip does the dis- 
appearing act. 





If you are going out of range 
of your telephone, it's a good 
plan to leave word where you 







can be reached. 






ive Telephone Training? 


By C. DANIEL INGEBRAND* 


Telephoning is almost—but not quite—like face-to-face speaking; but 


these “not quite” aspects make telephone training a must in the office. 


\N BUSINESS, it is necessary not 
only to sell your product; you must 
If the 


customer is not served courtesously 


keep your customers satisfied. 


and expeditiously when telephoning 
to your office, you have lost half the 
battle of maintaining good customer 
relations. 

It was recently reported that 70% 
to 80% of industrial orders are han- 
That makes tele- 
phone relations with customers a ma- 


dled by telephone. 


jor office problem. 

Why give telephone training? The 
thought of training persons to use the 
which 


everyone has employed without much 


telephone an instrument 
difficulty and with apparent success 
since childhood comes as a dis- 
tinct shock to most executives. Can 
it be that some persons have never 
learned to use this instrument prop- 
erly ie 

‘Mr. Ingebrand is commercial 
manager, Home Telephone & 


Telegraph Co., Fort Wayne, Ind. 





YOUR MAY, 





Harold G. Hartly in the Indianap- 
olis Times said: “J can tell when | 
say hello to a phone caller what kind 
of mood he is in. And presently | 
find myself in the same kind of 
And if he happens to be 
snorting fire or spitting poison, he 


Then 


mood. 


tempts me to do the same. 
neither of us gets anywhere.” 

Admitting chance of 
provement, is it feasible to 
people to improve their telephone 
habits? 


The telephone enables us to speak 


some im- 


teach 


with other persons who are located 
at a distance from us, almost but 
not quite — as if we were speaking 
to them face-to-face. It is the “not 
quite” aspects of telephoning, as com- 
pared with face-to-face conversation, 
which makes telephone training es- 
sential if the telephone is to be used 
to transact business most advantag- 
eously. 

Among the various characteristics 
of telephone conversation which 


make it different from face-to-face 


conversation are: 1) invisibility 

neither telephoner can see the other, 
surroundings; 2) lack of 
for example, there 


or his 
physical contact 
can be no hand shake; and 3) the 
sudden, rather 
in which telephone calls often inter- 
rupt one’s time — a kind of demand 
not readily possible to avoid. 

Few individuals compensate suffi- 
suffi- 


ciently, that is, from the viewpoint of 


peremptory manner 


ciently for these differences - 


the person at the other end of the 
wire. 

Thousands of persons have been 
given formal training in the use of 
the telephone. Not one as yet has 
been found who could not improve 
his telephone habits as a result of 
Many them- 


selves not only tele- 


executives 
follow 
phone procedures which are far from 
ideal, but 
among the 


training. 
certain 


found to be 
this 
And as a rule, these worst 


often are 


worst offenders in 
regard. 
offenders do not themselves realize 
their shortcoming until they partici- 
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pate in some sort of a training ses- 
Herein lies the secret of ade- 
it makes 


sion. 
quate telephone training 
telephone users conscious of many 
mistakes which they may have been 
making for years. 

Experience with hundreds of em- 
ployes has shown that well-planned 
training in the use of the telephone, 
embracing phraseology, voice tech- 
nique and telephone courtesies, can 
produce the following beneficial re- 


sults - 
(1) It will save time and 
money. Improvement in the identi- 


fying phrases used by the personnel 
of an office, in answering or making 
telephone calls, will obviate many 


useless and time-consuming ques- 
tions. A saving in time can be realiz- 


ed by making telephone-using per- 
sonnel answer telephones more 
promptly; by inducing them to vol- 
unteer full information about a per- 
son who is called and not present; 
and by taking accurate, complete 
messages when the called person is 
absent. - 

Here is an example of a secretary 
answering the telephone who does not 
know the whereabouts of her boss - 

“Advertising Department.” 

“Is this Mr. Davidson’s office?” 

“Yes, it is.” 

“Is this Miss Fraser?” 

“Yes, this is she.” 

“Oh, good morning, Miss Fraser. 
This is Rutledge in Accounting. Is 
he in?” 

“No sir, he isn’t.” 

“Is he around somewhere ?” 

“I don’t see him.” 

“Do you know if he is in the build- 
ing?” 

“No, [’'m sorry, I don’t.” 

“Well, has he been in this morn- 
ing?” 

“Yes, he’s been in but I don’t see 
his hat around now.” 

“(His hat!) Do you know when 
he'll be back?” 

“He didn’t leave any word.” 

“What time do you think he'll be 
there?” 

“He ought to be here now - 
are people waiting to see him.” 

“Well! Will you tell him to call 
me just as soon as he comes in? It’s 
quite important that I talk with him 
this morning.” 

“All right, Mr. Rutledge, I'll leave 
a note on his desk.” 

“Better take my number.’ 

“Oh yes.” 

“It's 5876.” 


- there 


. 
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Heep_ess HILDA 


Heedless Hilda says: «Let it 
ring, Tam busy, too.” 


When there's no one to answer 
your neighbor's telephone — do 
a good turn, answer it yourself. 


“All right, Mr. Rutledge.” 

Now wouldn't the following ex- 
ample be a lot simpler? Again, the 
secretary does not know the where- 
abouts of her boss, but nonetheless 
quickly completes the contact by tak- 
ing a simple message. 

“Mr. Davidson’s office, Miss Fra- 
ser.” 

“Good morning, Miss Fraser. This 
is Rutledge in Accounting. Is he 
there?” 

(Here is the important part.) “I’m 
sorry, Mr. Rutledge, he is not here at 
present. Id be glad to locate him 
if you wish, and ask him to call you 

. or is there something / might do 
for you?” 

“Well, let me see ' Would 
you please tell him that I would like 
him to attend a meeting in my office 
at two o'clock today. We'll expect 


yes! 


him unless he calls.” 

“At two o'clock in your office. 
May I have your telephone number, 
just in case... ?” 

“I’m on 5876.” 

“Thank you.” 

“Thank you. Good-bye.” 

This is merely one illustration of 
how time can be saved. If we con- 
sider that the apparently small saving 
of time brought about in this way is 
multiplied by hundreds of such in- 
stances each day, we realize that the 
total amount of time saved is substan- 
tial. Note that this time saving ap- 
plies at both ends of the line. And 
saving telephone time also means 
holding down telephone costs. 

(2) It will make for more ac- 
curate and efficient transaction 
of business. In telephone training, 
employes are urged to use their own 
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names wherever appropriate. They 
are urged to use meaningful and 
complete identifying phrases. They 
are trained in the taking of accurate 
and complete messages. They are 
trained to handle calls to completion 
if at all possible, in order to obviate 
what might be called the “run 
around” which occurs when employes 
transfer calls indiscriminately rather 
than handling them personally in the 
most helpful manner. 

(3) It will improve the “tone” 
of service and the reputation of 
your office. Just as people are 
quick to recognize efficient telephon- 
ing, they are quick to recognize a 
lackadaisical attitude on tne part of 
employes in handling telephone calls. 
The vast majority of people want to 
make a good impression over the tele- 
phone. It is only through slipping 
into careless and thoughtless habits 
that the impression — is 
created. 

When it is made clear to employes 
that they must be unusually careful 
in their telephone conversations in 
order to avoid creating poor impres- 
sions, the improvement that takes 
place in the attitude of individuals is 
reflected in the tone of the service of 
the entire office. Good habits in 
telephoning are copied just as readily 


opposite 


as bad habits. 

(4) It will make for more 
harmonious human relationships 
within and between offices. Num- 
erous irritating practices now occur- 
ring many times each day are re- 
moved as a result of telephone train- 
ing. Everyone’s life is made easier 
and more pleasant. 

(5) It will assist individuals, 
as individuals, to establish good 
reputations for efficiency and 
courtesy. Well handled telephone 
contacts offer individuals unusual 
and frequent opportunities to en- 
hance their prestige in and outside of 
the organization. 

Unless top ranking executives ac- 
tually participate in the telephone 
training program, much of the ef- 
fectiveness is likely to be lost. With- 
in a surprisingly brief period, the 
time and effort expended in telephone 
training is more than offset by the 
advantages gained through adopting 
improved telephone procedures. 

A, successful telephone training 
program must alter both the attitudes 
and habits of the trainees. Obvious- 
ly this cannot be done in a moment. 
Merely showing each trainee a 20- 











we 


minute moving picture or handing 
him a 10-page pamphlet is not going 
to change markedly either his atti- 
tude or his telephone habits. If these 
results are actually to be achieved, 
each trainee must be given some in- 
dividual instruction. Furthermore, it 
is necessary to allow each trainee to 
go back to his desk and try out the 
suggested changes in his telephone 
habits. 
new telephone habits are to continue. 
Telephone training may be divided 
roughly into three stages: 1) dis- 
lodgement of old habits; 2) try-out 
and practice of improved habits; and 
3) follow-up by individuals and by 
groups to assure actual progress. 


Followup is essential if the 


Old Habits Entrenched 

HE SIMPLE PROBLEM of how 

one answers the telephone is 
often the source of a bad telephone 
impression. And inferior answering 
habits (for example, “Hello,” and 
“Yes?”), once firmly entrenched, are 
extremely hard to change. Let’s lis- 
ten to what happens 

“Year 

“Hello.” 

“Who’s calling?” 

“What number is this?” 

“What number are you calling?” 

“[’m calling your number.” 

“Oh, is that you, Myrtle?” 

“Yes, is that you, Hortense?” 

“Yes, this is Hortense.” 

“Oh, hello.” 

“Hello.” 

An individual who has answered 
any office telephone for many years 
without adequate identification will 
think of four or five reasons why her 
procedure is “good enough,” and will 
tend to belittle any reasons given for 
Human nature seems to 
often un- 


a change. 
be such that all of us - 
consciously — are biased in favor of 
the habits which we already have 


formed. 


Benefits of Identification 

HE RECOMMENDED procedure 

is for people answering the tele- 
phone to immediately identify their 
office and themselves, such as, “Sales 
Department, Miss Bear speaking.” 

There are a number of strong 
benefits to such identification. Here 
are the major benefits: — 

Identification of the office tells the 
caller immediately whether or not he 
has reached the right telephone, and 
thus saves time in either instance. 


Personal identification tells the 





POMPOUS PETE 






Slow answers annoy the person 
calling, so don't delay when 
your bell rings. 


ZZ 


caller immediately with whom he is 
speaking. This permits the caller to 
address the person called by a name. 
When the caller desires to learn the 
name of the person answering, it 


avoids placing him in the awkward 
position of having to ask this per- 
son’s name. 

Personal as well as office identifi- 
cation makes it possible for the caller 
more easily to call back the person 
who answers — to complete unfinish- 
ed business, for example. 

Personal identification tends to ex- 
pand the sphere of usefulness of the 
person who answers the telephone. 
This is true whether this person is a 
secretary or someone merely answer- 
ing another person’s telephone in his 
absence. A caller will often ask a 
clerical worker to do a task if he 
knows her name, while if she is felt 
to be merely a nameless automaton, 
he will ask for her supervisor. 

The wider use of names over the 
telephone, especially with regard to 
internal calls, has a cumulatively ben- 
eficial effect upon the esprit de corps 
of any firm. Everybody likes to have 
his name better known and is glad 
to know the names of others with 
whom business is transacted. The 
more friendly feeling there is be- 
tween workers in an organization, the 
better the esprit de corps. 

Identification, both of the office 
and of the person answering, ordi- 





“Quote” 
“Government figures show that 
everybody in the country is mak- 
ing more money. But just as 


you think you’re keeping even 
with the Joneses you find out 
they’ve lapped you.’’—(Chicago 
Daily News.) 











narily requires so little additional 
time (rarely more than two seconds 
per call) that as a rule the over-all 
time of handling calls will not be in- 
creased. Experience shows that the 
numerous advantages of this proce- 
dure, when objectively evaluated, out- 
weigh any modest expenditure of 
time and effort which it requires. 

The next time you are about to 
pick up your telephone to make or 
answer a call, ask yourself this: 
“What kind of impression will I make 

good, bad or indifferent?” 

On the telephone you can’t be seen. 
You do not have the benefit of your 
personal appearance, your gestures, 
your smiling face. The only impres- 
sion the caller receives is what you 
sound like. Everything depends on 
what you say and how you say it. 
You give a good impression on the 
telephone with your voice and your 
voice alone. 

Remember, these few rules: 

1. Identify yourself immediately 
when answering or making a call. 

2. When ascertaining a caller’s 
name, avoid saying, “Who’s calling?” 
or, “Who is this?” This is too direct 
and abrupt on the telephone. It is 
possible to lead up to it tactfully. For 
example, “Would you mind giving 
me your name, please?” or, “May 
I tell him who’s calling, please?” 

3. When leaving the line, avoid 
using, “Just a moment,” or “Wait a 
minute.” Use other phrases: “Do 
you mind waiting a minute?” or 
“Would you hold on a moment?” 

1. Avoid using, “He’s busy,” or, 
“He’s in a conference.” Use some 
other phrase, such as, “He is talking 
with a group of people. May I help 
you?” or offer to take a message. 

5. Be careful what you say when 
you leave the telephone off the hook. 
The telephone sometimes picks up 
conversations going on nearby, which 
can be very embarrassing. 


6. It is not necessary to speak in 


a loud voice. Use your regular 
speaking voice. 
7. End calls pleasantly. Check 


with the other person to be sure there 
is no unfinished business. If you 
have no pet phrase with which to end 
your conversations, it is nice to say, 
“Thank you for calling,” 
Make a good last im- 
pression. Reprinted from “The 
Office Executive,” published by the 
National Office Management Asso- 


or at least, 


“Good-bye.” 


ciation. 
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By H. M. BEISSNER* 


Vice President of Moroney. 

Beissner & Co., Houston, 

Texas, and Texas Telephone 
& Telegraph Co. 


+ 


Improvement Projects 


IN THIS ARTICLE Mr. Beissner suggests basic 


steps for obtaining long-term capital to finance 


growth and improvement in service. 


well-man- 


RACTICALLY 


aged company today needs long- 


every 


term capital to finance continued 
growth and improvement in service. 
The substantial cost of conversion to 
dial provides the principal need for 
capital today. And some companies 
require a re-vamping or refunding of 
outstanding debt or preferred stock 
to permit raising additional capital 
on satisfactory terms. 

For any company that desires to 
raise additional capital, I should like 
to suggest the following basic steps: 

First, reveiew your accounting 
procedures and records. Are they 
prepared in accordance with accepted 
standards of the industry? Do you 
have an annual audit by an indepen- 


dent C. P. A.? 


give serious consideration to making 


If not. you should 


these arrangements promptly. You'll 
find these services fairly inexpensive 


*Mr. Beissner presented this paper at 
the 1955 Convention of the Texas 


Telephone Association. 
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in terms of value to you and certified 
reports will be necessary when you 
undertake to raise any substantial 
amount of capital. 

Next, make a detailed study of 
your improvement program — 
What should be done? How 
should it be started ? 
it take? 


much will it cost? 


soon 
How long will 
Most important, how 
Then select some 
qualified investment banking firm to 
assist you in arranging for your cap- 
ital. 
has had sufficient actual experience 
in this field that it has actually 
been successful in assisting other tele- 


Be sure that the firm selected 


phone companies of similar size. 
Ask what other companies the firm 
has assisted and then check back with 
those companies to see if they were 
well served and if the company would 
select that firm again if it needed ad- 
ditional assistance. Be careful of 
some one “just talking a good game.” 
This financial advisor should be em- 
ployed on a contingent basis, i. e., his 
compensation should be based upon 


TELEPHONE 


the capital actually raised on terms 
acceptable to you, and if for any rea- 
program 
aside or not completed, you will owe 


son your financial is set 


him nothing. 

After your financial advisor has 
been selected, he will make a com- 
prehensive study of your operating 
experience, your present capitaliza- 
tion, present rate structure, and then 
develop a plan best suited for your 
This 
will be aimed at preserving 
sound credit position, making 
vision for additional financing in the 


particular requirements. plan 
your 


pro- 


future, and will suggest the required 


rate increases necessary to support 
the proposed new financing. If a re- 
port by a qualified telephone engi- 
neer is required, and it will be in 
the majority of instances — particu- 
larly if a long-term loan is placed with 
a life insurance company, the finan- 
cial advisor will assist you in select- 
ing an engineer whose report will be 
acceptable and W hose fees will he 


reasonable. 


If you are now operating as a sole- 
proprietorship or a partnership, may 
I suggest that you give early consid- 
eration to incorporating. Experience 
has shown that it is extremely diffi- 
cult if not impossible to arrange for 
satisfactory 


additional capital on 


terms unless you are operating as a 
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And when you decide 
upon incorporation, you will need not 


corporation. 


only the guidance of your financial 
advisor but the services of a qualified 
tax counsel. I wish to caution you 
against using your local lawyer, even 
if he is your good-friend, unless he is 
also experienced in this highly spe- 
cialized field. 

Any financial plan will be based 
upon the four basic types of securi- 
ties, or a combination of two or 
more. There are: (1) long-term debt 

usually in the form of mortgage 
(2) short-term debt - 


ly in the form of a bank loan; (3) 


bonds: usual- 
preferred stock; and (4) common 
stock. 
each type. 

Long-Term Debt is the most 
common method of raising sufficient 


I shall comment briefly upon 


capital for a major improvement or 
expansion program. Insurance com- 
panies are becoming increasingly in- 
terested in buying long-term bonds 
of sound. well-managed Independent 
telephone companies. As recent as 
only five years ago, it was difficult 
to find a life insurance company in- 
terested in any Independent telephone 
company bonds except those of the 
larger Independents. But now a great 
number of insurance companies have 
become interested in bonds of the 
smaller companies as well. 

Just two weeks ago [| sent a letter 
to a number of insurance companies 
presumed to be interested and asked 
for their requirements as to the mini- 
mum size of the company, the mini- 
mum size of loan and their invest- 
ment yardsticks for appraising tele- 
phone loans. I was pleasantly sur- 
prised when practically all replied, 
almost by return mail, supplying this 
data. This clearly demonstrated the 
fact that this source of money for 
the sound expansion and improve- 
ment of the Independent telephone 
industry is far greater today than 
ever before. 

In determining the amount of 
long-term bonds a company can 
issue, a number of factors must be 
taken the 


amount of mortgage debt now out- 


into account, including: 
standing: the purpose for which the 
money is being raised; the amount 
already invested in plant; the con- 
dition of the plant; the amount of 
junior capital employed, that is, the 
amount of subordinate debt, if any. 
the amount of preferred stock out- 
the 
and 


standing. and amount of com- 


mon stock surplus: and, of 
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“Make a detailed study of your im- 
provement program ... What should 


How much will it cost?” 


be done? 


course, historic and projected earn- 
ings. 

In other words, the total debt to be 
outstanding must conform to accepted 
ratios, the most common being; ratio 
of mortgage debt to net plant ac- 
count; ratio of total debt to plant 
account; ratio of total debt to total 
capitalization; debt per station; the 
number of times the interest charges 
will be covered by past and prospec- 
tive net earnings; et cetera. 

These ratios vary to some degree 
between insurance lenders 
but 


pany will usually adjust its customary 


company 


not very much, and each com- 
limits either upward or downward de- 
pending upon quality of management, 
earnings record, condition of plant, 
territory served, and other pertinent 
considerations. Total debt can rare- 
ly exceed 55-60 of the Net Plant 
Account (after giving effect to the 
nor 


investment of the new 


can it exceed 60° of the total capl- 


money ) 
talization or stated in other terms. 
the total debt cannot 
60¢¢ of the combined total of debt. 
preferred stock, common stock and 


be more than 


surplus. Total interest charge on all 


debt to be outstanding must also be 
covered not less than 2 to 3 times by 
Net Earnings after depreciation but 
before Federal Income Taxes. 

The matter of Interest Rate. while 
obviously an important consideration. 
is often over-emphasized. There are 
many important terms in any long- 
term borrowing in addition to rate. 
One of the most important is the 
open-end provision, which will pro- 
vide for additional future debt when 
justified by adequate increases in the 
Net Plant Account, by adequate earn- 
ings and by adequate junior capital. 
A reasonable, open-end provision will 
permit additional debt up to 60¢¢ of 
net plant additions, provided total in- 
terest charges will have been covered 
not less than two times and provided 
the total debt will not exceed 60% 
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of net plant additions, provided total 
interest charges will have been cov- 
ered not less than two times and pro- 
vided the total debt will not exceed 
60 of total capitalization. 

Long Maturity is another im- 
portant item. Fast retirement of 
debt is often burdensome, particularly 
when continued growth will require 
capital from 


additional long-term 


time to time. Postponement of prin- 


cipal payments for perhaps three 
vears is often desirable, particularly 
when the loan is made for conversion 
to dial and where earnings are ex- 
pected to increase after the conver- 
sion program has been completed. 

A Proper Sinking Fund is also 
important. Unless the debt is well 
planned, the sinking fund (or prin- 
cipal payments) might be burden- 
some and might require the refund- 
ing of the debt on a more reasonable 
basis at some future time. This prob- 
lem with its attendant financing costs 
can be avoided if the proper terms 
are arranged initially. 

\ sinking fund, based upon certi- 
fication of net property additions is 
This that 
instead of providing cash to apply to 


highly desirable. means, 
debt retirement, you merely supply a 
certificate that funds have been spent 
on plant improvement. For example, 
if your sinking fund payment in cash 
should amount to $1,000, you could 
be relieved of paying this $1,000 in 
cash for debt retirement if you can 
certify that you have spent at least 
This $1,000 
cash would therefore be approxi- 
mately 60% of the $1,700 certified 
as net plant additions. 


$1,700 on your plant. 


Some of the more progressive in- 
surance companies will agree to this 
because they realize that their loan 
is as well protected by the additional 
investment of $1,700 in plant im- 
provements as it would be if the loan 
is reduced by $1,000. In other words, 
the insurance company is merely in- 
vesting another $1,000 in your com- 
pany against your spending $1,700 
Other insur- 
ance companies will agree to a sink- 


in plant improvement. 


ing fund based partly upon cash and 
the balance subject to certified plant 
additions, while some companies will 
insist upon cash sinking fund pay- 
ments only. 

A reasonable Call Price is an- 
other important item. If you later 
find that it is desirable to call your 
debt to permit refunding at a lower 
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rate of interest or for borrowing in 
a larger amount, or if you wish to 
retire debt ahead of schedule, you 
should arrange initially for the mini- 
mum penalty. A reasonable provi- 
sion calls for a premium during the 
first year of approximately 4%, with 
this premium declining a fixed por- 
tion each year until you can call or 
retire without penalty. 


Another usual provision is to 
Freese the Surplus. This means 
that no dividends on common stock 
can be paid except from Net Earn- 
ings subsequent to the date of debt 
issuance. This merely protects the 
lender against paying future divi- 
dends out of surplus previously ac- 
cumulated and which must be re- 
tained as protection for the loan. 
This provision should not be objec- 
tionable. You wouldn’t want to pay 
dividends anyway unless they have 
been earned. 

In planning your program for debt- 
financing, your financial advisor will 
have to carefully take into account 
many things, particularly if you have 
debt now outstanding. Your present 
debt may be left undisturbed, partic- 
ularly if you were far-sighted enough 
to provide for future financing 
through additional debt, and if you 
borrowed at a low rate of interest. 
But it might be desirable or neces- 
sary to refund that debt into a new 
larger issue. This decision will be 
governed by the individual circum- 


stances. 


Short-Term Debt is the most 
logical type of financing under 
certain circumstances. ‘This is 
often the case when funds are needed 
The proced- 
You 


arrange for a commitment from an 


for conversion to dial. 
ure goes something like this. 


insurance company to buy your long 
term bonds after your conversion 
program has been completed. 

In the meantime, you arrange for 
an interim loan from a bank whereby 
the bank lend 
agreed-upon amount of money which 
you will take down from the bank as 
and you will pay in- 


agrees to you an 


you need it 
terest only on the money you have 
actually borrowed. Then when the 


conversion program has been com- 
pleted and you have paid for the 
equipment and its installation from 
the money you have borrowed from 
the bank, you then issue your long 
term bonds and deliver them to the 


insurance company against payment 











“The substantial cost of conversion to 
dial provides the principal need for 
capital today.” 

and then pay off the bank with the 
money received from the insurance 
company. 

This has become a well-established 
procedure and your financial advisor 
should have little difficulty in ar- 
ranging for this bank financing for 
you. There is one bank in Dallas ac- 
tively seeking loans of this type, and 
if you prefer, you can have your 
local bank participate in the program 
if that bank wishes to. You no longer 
have to go to New York for this kind 
of money, you can get it right here 
in Texas. 

Another instance where short- 
term financing is suggested is 
when your debt is already fairly high 
and when preferred stock cannot be 
sold on satisfactory terms because 
earnings are inadequate to provide 
sufficient preferred dividend cover- 
age, particularly if you have prefer- 
red already outstanding. 

In this case you sell fairly short 
term notes, which will probably be 
subordinate or junior in security to 
The 


interest on these notes will be a de- 


the mortgage debt outstanding. 


ductible expense and also will prob- 
ably be at a lower rate than the divi- 
dend rate of the preferred, even if 
You 


then use the money to convert to dial. 


you could have sold preferred. 


and when your earnings have increas- 
ed sufficiently, you will be able to 
sell preferred stock on satisfactory 
terms and pay off those short term 
notes with the proceeds. And then 
after this junior capital has ‘been 
supplied through the issuance of the 
preferred and the plant account has 
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been increased and are 
higher, additional long term bonds 
can be sold if and when additional 
capital is required. 

Preferred Stock is another 
source of permanent capital, 
and is usually sold when additional 


junior or equity capital is required 


earnings 


to maintain a proper balance between 
debt and other forms of capital. If 
the issuing company is large and the 
proposed issue of preferred is fairly 
large, say $500,000 or so, the amount 
can be underwritten by investment 
bankers and sold to investors general- 
ly and those residing in the territory 
served. And this is particularly true 
if the company already has preferred 
stock outstanding in the hands of the 
public. 

A private placement of an issue of 
this size with an insurance company 
is also a possibility. But if the pre- 
ferred issue is small, your local mar- 
ket probably is the best source for 
this capital, where the company and 
management are known. Under these 
circumstances the company can un- 
dertake the sale of the preferred, prin- 
cipally to its subscribers, but here 
again the company can be materially 
assisted by a financial advisor in 
making certain that the preferred is 
properly set-up, and also with the sale 
of the stock if the investment firm 
has a trained sales organization work- 
ing in that territory. 

Common Stock is the fourth 
and last type of security sold to 
raise capital. With the smaller com- 
panies this is not a very satisfactory 
source of new money because addi- 
tional stock would further spread the 
ownership and reduce the relative 
ownership position of the present 
common stockholders. Further, there 
is the responsibility of maintaining 
the continuity of common dividends 
in order to keep these new stock- 
holders happy. However, in the case 
of the very large Independents, pe- 
riodic sales of common stock are 
necessary to maintain the proper bal- 
debt, preferred and 
common when the capital must be 


ance between 
raised at regular intervals to finance 
continued growth and expansion. 

In the days of high taxes, [’m sure 
that it’s needless to point out the 
basic difference debt 
preferred, whereby interest paid on 
debt is deductible as an expense item, 
whereas the dividend paid on pre- 
ferred must be paid from net earn- 
ings after federal income taxes. To 


between and 
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illustrate, it takes only $5 of earn- 
ings to pay the interest on $100 of 
debt at 5%, but it takes more than 
$12.00 earnings — also before taxes 

to have enough left after taxes 
to pay the dividend on $100.00 of 
6% preferred. This, of course, ac- 
counts in part for the emphasis plac- 
ed upon debt financing during recent 
years. 

The matter of Timing is also 
important in any long range, 
carefully planned financial program. 
By this | mean issuing the right type 
of security at the right time. I be- 
lieve this is well illustrated by the 
financial accomplishments of the Tex- 
as Telephone Co. 

Several years ago the company re- 
quired additional capital for its nor- 
mal growth and development, and 
was at that time authorized to issue 
up to $700.000 or $800.000 of addi- 
tional debt, thanks to the far-sighted- 
ness of the original debt financing, 
and these bonds could have been sold 
But instead of 
using up this prime borrowing power, 


on favorable terms. 


the company elected to issue subordi- 
nate Debentures in two installments 
of $500,000 each. Then after this 
money was spent for new and im- 
proved service and after an increase 
in net earnings resulted, the company 
then sold $500,000 of 6° Preferred 
to the public. 

Then after six or eight months had 
elapsed and after earnings had in- 
creased further the company sold an- 
other issue of preferred of nearly 
$250,000. Thereafter, when still ad- 
ditional capital appeared desirable, 
the company then sold approximately 
$1,000,000 of additional mortgage 
bonds on extremely favorable terms. 
And an additional issue of preferred 
now appears next in prospect. 

This, I believe, demonstrates the 
advantages from issuing the right 
kind of securities at the right time 
and illustrates a financial program 
carefully conceived and well executed. 
We are familiar with these devolp- 
ments because our firm was privilig- 
ed to handle both of the debenture is- 
sues and both of the preferred issues. 

Much has been said about Manage- 
ment but | can assure you that this 
“priceless ingredient” — management 

is just as important in financing 
Independent telephone systems as any 
other form of American business. The 
managements of many of our smaller 
companies are quite capable from the 
standpoint of operations but have 
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“Every subscriber is entitled to good 
service.” 


placed too littke emphasis upon ae- 
counting and other financial consid- 
erations. Rate increases have not 


been sought aggressively enough nor 


have financial plans been developed 
to provide the funds necessary for an 
improvement in service. 

Every Independent wants to pro- 
vide good service, and every territory 
and community served is entitled to 
first class service. jut to provide 
this class of service, proper equip- 
ment is necessary, proper mainte- 
nance is necessary, and adequate pay- 


All of these 


require money, which revenue can 


rolls will be necessary. 


only come from adequate rates: and 
if these communities want good ser- 
vice. they must be prepared to pay 
for it. 
at the 1955 Convention of the Texas 
Telephone Association. 


Abstract of paper presented 





Duty to Make a Profit 


“Il THINK that we can agree 
that the first responsibility of 
management is always to the 
business enterprise and_ that, 
since it is the primary job of 
any business enterprise to make 
a profit, management must see 
to it that it does ... If an enter- 
prise fails, it is not just the 
stockholders who take a loss; we 
all lose. Jobs are gone and 
wealth is wasted. It is the com- 
munity that bears the brunt, and 
we are all part of the communi- 
ty.” — Peter F. Drucker, ‘‘Har- 
per’s,” November 1954. 
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The choice of tree men 
for generations 


Center 


Action 






No. 11 
Pruner Head 





“TELEPHONE” TREE PRUNERS 


The very finest of tree pruners! Virtually un- 
breakable heads, selected spruce poles with 
positive locking, seamless aluminum joints. 
Simple, powerful action. No. 11-18, 1’ capac- 
ity, $16.25. No. 12-18, complete pruner 
12” capacity, with 18 foot pole, $25.25. 
Extension sections available. 


& POLE PRUNING SAW 
#/ ~—sNo. 20 SAW HEAD 
k Head only $4.40 
t with 18 ft. pole $16.25 


16” needle-tooth saw blade fits in 3 
different positions. Extra large hook 
for pulling out loose branches. Paint 
brush holder. 





LOPPING SHEARS 


6 models to choose from. Cut up to 2” 
branches with ease. 


NEW, FINEST EVER 
PRUNING SAWS 


A new Seymour Smith development — the 
fastest, easiest cutters on the market. Com- 
plete line of 6 models covering all require- 
ments up to chain saw work. 








FREE: Send for full descriptive matter and 
=umau=aas prices on all Seymour Smith prod- 


ucts for professional pruning and tree care. 


Seymour SmitH 









OUR 105th YEAR 






She Ltn of k. Malay 
, 


SEYMOUR SMITH & SON, INC., 
4405 Main St., Oakville, Conn. 









He’s writing his own ticket 


...to a fast-moving future with the 
growing Independent Telephone Industry! 


GROWTH IN NUMBER OF EMPLOYEES 
F ‘i : : of Independent Telephone Companies 
That slip of paper he’s holding—an ordinary service 
report—is actually this young man’s ticket to the future! His ability will determine 

just how far it takes him. For there’s an ‘‘up from the ranks” tradition in 

the telephone business... and an extra measure of opportunity 

on the growing Independent side. In an industry moving at 
the pace of America’s 5,000 Independent Telephone 


Companies... he won’t stand still for long! 
Telephone by Stromberg-Carlson 
UNITED STATES /NDEPENDENT TELEPHONE ASSOC/IAT/ON 


Pennsylvania Building + Washington, D.C. 
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A Practical Guide For 
Training Trattic Employes 


By RUTH E. RICHARDS 


IN PART II of her “Guide For Training Traffic Employes,” 
Miss Richards describes the actions to be taken in dealing with 
various situations encountered in the day-to-day handling of 


certain calls received over the supervisors line. 
article appeared in your April “TELEPHONE ENGINEER & 
MANAGEMENT.” 





Part I of this 


“Teaching is not filling a bucket — it is lighting a lamp.” 


T IS NOT enough to set a flame 

aglow, there must be a continuing 
supply of fuel if brightness in the 
form of new knowledge is to be main- 
tained. So, in pirating from the title 
of Alice Hobart’s book about China, 
we mean to imply that that which fol- 
lows is more material for your note- 
book on central office training as re- 
lated to supervisor-instructors. 
In this portion of our discussions 
about the work of supervisors, we 
have detailed the action to be taken 
in dealing with various situations en- 
countered in the day-to-day handling 
of certain calls received over the su- 
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pervisor’s line. Such calls are gen- 


erally termed “set calls.” A super- 
visor will handle set calls from cus- 


tomers, employes at other offices and 


Customer 
Contacts 





Tone of Service 


Handling Criticisms and 
Other Customer Contacts 


Assisting Customers 


from operators. These examples deal 
with calls from customers. Exhibit 2 
indicates the items grouped under 


the heading “Customer Contacts.” 


Tone of Service 
HAT DO YOU think of when 


you hear or read the phrase, 


“Tone of Service’? We use the 
phrase frequently, but do we as 
often as we ought think of its 
meaning as “service from the cus- 


tomer’s viewpoint or hearing”? What 
does the customer hear when he uses 


his telephone A courteous voice ? 
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TELEPHONE 


ENGINEER & MANAGEMENT 51 








Less time from order to shipment: that’s 
the new rule on orders for Strowger Auto- 
matic Type 11 M-A-X. It’s mighty welcome 


news to small-exchange men everywhere! 


Now-— 


Fast 
Shipment 


on Strowger Automatic Small Exchanges! 


Want modern, big-city service in your small exchange? 
Want to do away with high operating costs? To these 
problems, more and more telephone men are finding the 
same answer: modern, simple, economical, Strowger Au- 
tomatic Type 11 M-a-x! 


Range of capacities on Type 11 M-a-x runs from 80 to 400 
lines, with ultimates of 200 to 6000 lines on a terminal- -per- 
line basis (or up to 2000 stations on a terminal-per-station 
basis). They’re engineered to meet your specific needs, yet 
can be delivered in a matter of months. 


Strowger Automatic Type 1] M-A-x is compact, saves space. 
It offers exceptional flexibility in trunking arrangements. 
It meets the highest service standards, plus all requirements 
of the nationwide toll dialing plan. What’s more, it’s the 
most economical equipment you could buy: you can order 
just what you need now, then add more as your business 


grows: 


The men who own Type 1] M-a-x’s will tell you how it 
stays trouble-free, saves money, builds earnings. Write 
today for a list of owners and a helptul consultation, Ad- 
dress: Automatic Electric Sales Corporation, 1033 W. Van 
Buren St., Chicago 7. Or, call HAymarket 1-4300. 


AUTOMATIC @> ELECTRIC 


® 
ORIGINATOR OF THE AUTOMATIC DIAL TELEPHONE 











——— 








BBs. 
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Why Gamble? 


IDEAL FOR TODAY’S 


CHANGING NEEDS: Simple cir- 
cuits and “unit” construction 


enable Strowger Automatic 
to adapt easily to any service 


you require 


MEETS TODAY’S NEED 
FOR LOW-COST MAINTENANCE: 
Easy-to-understand mechani 
cal operation, easy-to-follow 
circuits speed maintenance 

an important economy unde 


present-day conditions 


TAKES TODAY’S EXPANSION 
IN STRIDE: New factory com 
ing to town? New subdivis 
ion going in? Merely jack in 


more switches - and you're set 


GEARED TO TODAY’S DEMAND 
FOR SPEED: Ringing cycle 
starts when dial stops afte 
last digit. No local switching 


could possibly be faster! 


INSURES THE SECURITY TO- 
DAY’S INVESTORS DEMAND: 
Over half-a-century of expe1 
ience proves that Strowget 


Automatic is low on mainte 


nance — unequalled for de 


pendability and long life 











Au attitude of attention? Does he 
sense a gracious manner in his con- 
tact with operators? The important 
thing is the impression that is left in 
the customer’s mind; the spirit with 
which service is given conveys more 
than technical skill alone can ever do, 
and in some cases will make up for 
imperfect handling. 

It is difficult to set down rules for 
this phase of the work, but the fol- 
lowing principles are the substance of 
sood service tone: 

POLITENESS AND SINCERITY: — Un- 
failing courtesy in all contacts, will- 
ingness to listen, patience, regard for 
customers feelings. Politeness is nat- 
ural for most people; it should be en- 
couraged and stimulated. 

INTEREST: Each call should be 
approached with individual interest 
and a genuine desire to be of assis- 
tance. Customers quickly sense in- 
difference to their calls or requests. 

ALERT AND Business-LikE ATTI- 
TUDE: Be attentive to requests; 
prompt to take action. Try to inspire 
the customer with confidence that his 
call is receiving the best possible at- 
tention. 

UNHURRIED MANNERS: 
such a 


Handle 
each contact in way as to 
avoid any appearance of undue haste, 
such as talking in a hurried manner, 
interrupting the customer, or attemp- 
ting to hurry him. 
NATURALNESS - 
Cultivate an easy 
Treat the customer on a basis of per- 
cus- 


FRIENDLINESS: - 
natural manner. 
sonal consideration; use the 
tomer’s name when appropriate and 
it is known. 
HELPFULNESS: 
opportunities to be helpful; attempt 
to see the customer’s point of view 
and understand any difficulties en- 
countered. Be willing to comply with 
reasonable requests even though not 
provided for in the rules and prac- 
tices. Use good judgment in unusual 


Be alert to sense 


situations. 

ADEQUATE EXPLANATIONS: — At- 
tempt to make a satisfying explana- 
tion in response to a customer’s re- 


quest or question, conveying the im- 


pression of service based on reason- 
ableness and not on arbitrary rules. 

VoIceE: The customer’s impres 
sion depends not only on what is 
said, but on how it is said. It is 
best to speak with expression and in- 
flection and not too slowly. Avoid 
exaggeration in any form. Just be 
natural, talk as you would to an ac- 


quaintance. 
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Social Insurance 

“SOCIAL INSURANCE avoids 
the only alternative, which is re- 
lief and public assistance, which 
in my opinion is the nearest 
thing to socialism we have... 
We still spend over $2.5 billion 
a year on it {public assistance |— 
more than any of the social in- 
surance programs — largely be- 
cause the social insurance pro- 
grams are incomplete and inade- 
quate.”” — Hon. Arthur Larson, 
Undersecretary of Labor. 


“Overlapping Taxation” 

“THE PROBLEM -of overlap- 
ping taxation — in which moré 
than one unit of government 
taps the same is a 
critical one. 

“A survey made in Oregon 
shows what has happened. The 
state has six major sources of 
tax revenue. Four of these — 
individual income, motor fuels, 
corporate income, and death and 
gift — are levies which are also 
imposed by the federal govern- 
ment. Only two — auto licens- 
ing, and the state retail liquor 
monopoly — are free of federal 
taxation.” 


source — 


PHrasEs: — Phrases should be 
considered as not fixed but as ex- 
amples or guides that may be varied 
to meet different conditions; they 
should be direct, fit the conditions, 
and be as short as possible, they 
should be informal and _ personal, 
spoken in good English. 

It is the supervisor’s responsibility 
to encourage and inspire in her opera- 
tors the enthusiasm for rendering a 
cheerful, thoughtful and friendly ser- 
vice. The supervisor must set a good 
example in her own dealings with 
customers and operators and in her 
attitude and manner as she works. 
Good tone in the relationship between 
the supervisor and the operator is the 
basic essential to producing good 
tone in the operator-customer rela- 


tionship. 


Traffic Criticisms 
TRAFFIC criticism is, simply 
stated, a customer complaint of 
some kind about some feature-af tele- 


phone service, some method or. prac-i# 


tice supervised by the Traffic De- 
partment. 

The manner in which such criti- 
cisms are handled will determine to 
a great extent the customer’s impres- 
sion of your company, its methods 
and its employes. It is important 
that those responsible for handling 


criticisms have a thorough under- 
standing of the company’s aims and 
the customer’s problem and a desire 
to handle the complaint in such’a way 
that the customer is satisfied. 

In addition to listening to the prob- 
lem, the person who handles a ¢us- 
tomer complaint must — insofar as 
possible — see to it that.thé condi- 
lion causing criticism i§ corrected. 
This means that she must have 
enough. knowledge concerning the 
work of other departments to be able 
to recognize difficulties caused by 
other departments and the routine 
for referring them for further hand- 


ling. 


Attitude Toward Criticisms 

NY EMPLOYE whose work in- 

cludes handling criticisms should 
hold the point of view that criticisms 
from the customer’s 
standpoint. The difficulty may be 
general or it may be specific in na- 
ture, or it may be due to the cus- 
tomer’s own misunderstanding. In 
such a case, the contact should be re- 
garded as an opportunity to improve 
the service, to correct misunderstand- 


are justified 


ing or to suggest to the customer how 
he can obtain the most value from 
his telephone service. 


Principles of 
Criticism Treatment 
HE SATISFACTORY 


of criticisms from the customer’s 


handling 


viewpoint is dependent on the follow- 
ing: (1) A prompt answer with a 
considerate and_ pleasing voice and 
manner which reflect a personal de- 
sire to be helpful; (2): a friendly, 
courteous acknowledgment of the crit- 
icism when received; (3) a prompt 
and thorough investigation of the fea- 
tures referred; (4) 
practical measures to correct any de- 
fects to prevent a recurrence of 
the difficulty; and (5) adequate and 
prompt explanation of the facts and 
disposition of the case to the satisfac- 
tion of the person originating the 


application of 


criticism. 
The manner of dealing with cus- 
criticize the service 


tomers who 


should be such as to convey the im- 


pression~ef friendly personal interest 
— genuine desire .to be of service in 
correcting the difficulty - 
Treatment of each case is detér-». 
mined largely by the facts — the cus- 
tomer’s attitude — his ability to un- 
derstand telephone conditions. 
Discuss the following refinements 
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of handling criticisms using as a 
background the supervisors’ knowl- 
edge of dealing with customers as an 
operator: 

(1) Answer with the proper iden- 
tification answer 
should include her name, the capaci- 
ty in which she is acting, and an of- 
fer to be of assistance. (This is the 
supervisor, Miss Allen, May [| help 
you?) 

(2) Speak clearly and distinctly— 
without suggestion of haste or en- 
deavoring to hurry the customer. 

(3) Address customer by name 


- usually, the 


where it is known. 
(4) Listen carefully to the cus- 


tomer’s remarks — answer his ques- 


tions — show attention and interest. 

(5) Question customer in a tact- 
ful manner — permit him to place 
his request or criticism in his own 
way — avoid interruptions. 

(6) Avoid the appearance of dis- 
agreeing with the customer — inti- 
mating that he is wrong — making 


arbitrary statements. 
(7) Admit known 
ures frankly. 
(8) Express regret for difficulties 
experienced thanks for 
calling attention to the troublesome 


errors or fail- 


express 


condition. 

(9) Accept personal responsibili- 
ty insofar as possible in handling 
criticisms and requests. 

(10) Furnish desired information 
or take necessary action promptly 
complete transaction if possible dur- 
ing initial contact. 

(11) Apologize 
necessary to leave the line while cus- 


whenever it is 
tomer waits state reason if it is 
related to the criticism. 

(12) Make every reasonable effort 
to conclude contact to customer satis- 
faction. 

(13) Only make agreements that 
are reasonable of fulfillment. 


Record of Criticisms 

F THE CUSTOMER’S complaint 

involves another department, re- 
cord the details and assure the cus- 
tomer of prompt attention to the dif- 
ficulty. Promptly report complete 
criticism to the office or department 
concerned. 

The suggestions which follow may 
be used as a guide as to the action 
to be taken in the case of the most 
common criticisms: 

Incoming Service: — 

CALLED IN ERROR: — refers to 
criticisms of being called to the tele- 
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can’t make 


“Maybe money 
you happy — but it can make 
you more comfortable when 
you’re not!” 





phone and finding that a different 
number or party is desired. 

OBTAIN: 

(1) The number or numbers ac- 
tually desired by the calling 
party or the name of the party 
wanted. 

(2) If the calls are for the com- 
plaining party’s number but 
for a different party, try to 
find out whether the calling 
parties gave any explanation 
for the use of the called num- 
ber. 

(3) The number of calls received 
daily for wrong numbers o1 
parties. 

Principal sources of wrong numbet 
calls are similarity of telephone num- 
bers, the use of obsolete directories 
or old telephone numbers on adver- 
tising matter, wrong directory list- 
ings, or mistakes in information rec- 
ords. Other sources are faulty dial- 
ing, or poor enunciation on the part 
of the calling party. 

IN CALLS NOT RECEIVED: 
customers claiming that calls to them 


refers to 


have not been completed. 
OptTain:—The kind of report the 
calling parties receive. Be guided by 
the answer. 
CHECK :—Switchboard 
to be sure they are correct at all 


markings 


positions. 

Cueck :—Accuracy of information 
and intercept records. 

CHeck:—All ringing appearances 
of subscriber’s line. 

Have a test made of subscriber’s 
line and station equipment. 


Outgoing Service: — 


SLOW ANSWERS:—customer com- 
plains of delay or failure to receive 
an answer from an operator, either 
when placing a call or on an attempt 
to recall. 


OBTAIN: — 








The day and time when slow 
answers were received. 

(2) Were the 

line or recall signals? 


slow answers on 

(3) Did slow answer follow an in- 
coming call? If this is the 
case, explain that it is desir- 
able that the customer discon- 
nect for a few seconds before 
attempting to place a call. 

CHECK: 
order of appearance? 
If the difficulty is experienced 
in the early morning, late eve- 


Are signals answered in 


ning or night is the force 
adequate ? 
if the difficulty is recalls 
are connections released 
promptly ? 
Is proper attention being giv- 
en to supervisory signals? 
Dim supervisory lamps, dirty 
lamp caps, or glaring light on 
the keyshelf may be a reason 
for failure to note recalls. 
FAULTY OPERATING: 
instances where an operator has given 


includes all 


the impression of indifference, care- 
Obtain the 
date and time of the occurrence, the 
action or lack of 
other details of 
jection. Such complaints may include 


lessness or negligence. 


action, and any 


the customer’s ob- 


failure to quote time and charge, call 
not made collect, no answer report 
e1iven too soon, etc. 

Such difficulties may be the result 
of overload. ticket 
details, lack of knowledge, neglect 
of use of cord clip or key sleeve on 


failure to note 


the connection or sheer carelessness. 
The action to be taken will depend 
upon what investigation reveals. 


To Be ContTINUED. 


$13,570,000 Earmarked For 
Turkish Telephone Expansion 


In TuRKEY’s new budget for the 
fiscal year March 1, 1955 to Feb. 20. 
1956, which has been approved by 
the Grand National Assembly, a total 
of $150,400,000 has been earmarked 
of a total 
The com- 


for communications out 
budget of $1,050,259,742. 
munications total is 55% higher than 
the $97,000,000 set aside in 1954, 
and 249% higher than the 1950 fig- 
ure of $43,000,000. 

The budget report points out that 
telephone facilities were expanded 
from 68,000 subscribers in 1950 to 
123,000 in 1954, at a cost of about 
$16,780,000 spent between 1951-54. 
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FIG. 78: — Electrically Heated 

torch for hot gas welding 

using interchangeable heater 
cartridge. 


IN ECTION V-B Mr. Reed con- 
tinues his discussion of cable 
splicing methods. Section V-A 
of this article appeared in the 
March, 1955 issue of **Telephone 
Engineer & Management.” 


Cable Construction .... 


Additional Data on Ansonia 
Hot Gas Welding Equipment 
THER EQUIPMENT applicable 
to the Ansonia hot gas welding 
procedure type 
of electrically heated welding gun 
and a gas heated welding torch which 


includes another 


one : 
—~ Feit 
ot ntiie 


By JOHN S. REED 


considerably simplifies the equip- 
ment required for making good welds 
in plastic sleeves. 

This 


is illustrated 


electrically heated torch 
in Figure 78. It 
has a spirally wound nichrome wire 


threaded through a series of ten holes 


uv) 


ra 
a 


FIGURE 79: — Gas heated welding torch. 
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running through the entire length of 
The welding 
these 


insulator. 
gas passes directly 
holes in the ceramic insulator around 
the nichrome wire and out through 
The 


a ceramic 
through 


the nozzle in a single pass. 
heater cartridge in this unit can be 
readily changed in the field, whereas 
the enclosed heated cartridge in the 
welding gun previously described 
must be returned to the factory for 
replacement. The torch handle is on 
the same horizontal axis as the noz- 
zle, while the handle on the other 
type of electrically heated welding 
sun is mounted at right angles to the 
axis through the nozzle. 

Except for these features, the op- 
eration of the torch is essentially the 
same as the unit described previous- 
ly. A flow meter calibrated in 10 to 
90 cubic feet per hour is used to con- 
trol the flow of the welding gas sup- 
plied to the torch, rather than a pres- 
sure gauge. Either method of con- 
trol is considered satisfactory. How- 
ever, the flow meter would be more 
practical in cases where a nitrogen 
cylinder is used, since there would 
be a direct relationship between the 
meter setting and the amount of gas 


consumed. Thus, the time involved 
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FIRST TELEPHONE 


i / a7 


When the new telephone is installed, the newly- 
weds know they have set up housekeeping. 


With every telephone goes a directory to be 
worn threadbare by the time a new one is issued. 
New subscribers can find thousands of uses for 
the traditional American guide to better living. 


From association with our clients, we know that 
telephone men are dedicated to public service. 
Nothing distresses them more than inability to 
provide complete service to new subscribers. 


The Loomis Advertising Company believes a 
well developed directory is a major step in render- 
ing complete telephone service. 


LOOMIS 


ADVERTISING 
: O M P A N Y 


762 cities and towns in 20 states are 
served by 246 Loomis-built directories. 





Kansas City 5, Mo. 


We have commissioned Mr. Benton to draw four scenes 
of American life. A limited edition of 9 by 15-inch 
prints suitable for framing has been ordered. We 
think they offer a nice public relations touch to tele- 
phone office decoration. To get your ' Benton print 
FREE, write Wesley H. Loomis III, 810 Baltimore, 





atm, 


When you turn over to Loomis Advertising Com- 
pany the many irksome details of building a mod- 
ern telephone directory you gain in two ways. You 
have a directory that is second to none in appear- 
ance, utility and revenue. You free personnel to do 
what they can do best—provide telephone service. 


You’re invited to get further details of Loomis’ 
complete telephone service—without obligation on 
your part. Just call or write the Loomis office 
nearest you. 


Pei rats 
ft ‘Lifts YELLOW PAGE 
ee ‘revenue... Builds’ 
PUBLIC RELATIONS i 





3 “Where to call” 


KANSAS CITY 
810 Baltimore 
HArrison 1270 


FORT WAYNE 
229 E. Berry St. 
EAstbrook 3477 



































to expend a full or partly full cylin- 
der of nitrogen could be estimated. 

Figure 78 also shows a mercury 
thermometer on the control panel fit- 
ted with an air stream guide that di- 
rects the hot gas onto the thermome- 
ter bulb and at the same time main- 
tains a distance of 14 inch between 
the tip of the nozzle and the thermo- 
meter bulb. This unit is used to check 
the temperature of the welding gas. 

Gas heated welding torches are 
available in two types, acetylene heat- 













FIGURE 80: — Scotchcast No. 4 epoxy resin 
and hardener in Unipak container for making 
epoxy resin splices in telephone cable. ed or propane heated. Figure 79 


illustrates a propane operated unit. 







n this case, the welding gas is heat- 
In th th Iding g heat 





ed as it passes through an enclosed 
spiral tube in contact with the open 
gas flame. This type of torch re- 






quires no source of electric power, 
thereby eliminating the need for a 
gasoline engine driven generator, 







compressor, and voltage regulator, 
making this unit much more conven- 
ient from the standpoint of portabili- 
ty and flexibility of use. All that is 
FIGURE 81: — Openable straight splice in : 3 Z ; 
‘sei diliadi saadeniies saad tonap: tovliony needed is a cylinder of nitrogen as 
used to wind up rip wires to open splice. 









a supply for welding gas and a cylin- 
der of acetylene or propane as a 
source of heat. These gases are used 







by most telephone companies or can 
be obtained locally without difficulty. 

The main objection to gas heated 
torches is the fumes given off in the 
burning of the heater gas, especially 
in confined places. Furthermore, this 
type of torch could not be used in 
manholes where combustible gases 











may be present, because of the open 
flame. Aerial cable splices should 





, FIGURE 82: — Openable straight splice in 
partly assembled form. not present these problems. 


Regardless of the type of torch em- 
ployed, the heating source should be 
turned off first and the welding gas 
continued through the heat exchanger 
for 5 or 10 minutes to cool the unit. 











This simple precaution will reduce 





the maintenance required on_ the 
torch by materially extending the life 
of the heat exchanger. 

It is possible to weld plastic sleeves 
on polyethylene cable by the hot gas 
welding method if nitrogen or other 
inert gas is employed rather than air. 
Heated air will considerably impair 
the elongation of this material as the 
result of oxidation. 









FIGURE 83: —Openable wye or bridge splice 
in section. 
























Epoxy Resin Splices 
for Telephone Cable 
SUCCESSFUL method of insu- 
lating and sealing splices in tele- 
phone plastic jacketed or lead-cover- 
ed cables involves the use of a rapid 
self-curing thermoplastic for the 





FIGURE 84: — Reopenable stright splice. 
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splice filling material. The thermo- 
plastic is a liquid epoxy resin that 
has the property of reacting to a solid 
state when mixed with a suitable 
hardener or catalyst. Special pro- 
cedures which make use of this prop- 
erty of epoxy resins are described in 
a paper on “A Resin-Sealed Approach 
to Communications Splicing’, by FE. 
W. Bollmier, Chief Engineer, Electro- 
Mechanical Products, Minnesota Min- 
ing & Manufacturing Co. 

The epoxy resin employed is the 
Scotchcast No. 4 in the “Unipak” 
container shown in Figure 80. As 
applied to telephone cables, these pro- 
cedures make use of a “Unipak” flex- 
ible film container with separate com- 
partments for the epoxy resin and the 
hardener. A side pull breaks the 
diaphragm separating the two com- 
partments and kneading the bag 
mixes the resin and hardener. Re- 
action starts immediately and con- 
tinues as the resin is poured out of 
the bag into the case surrounding 
the splice. The compound solidifies 
within about ten minutes, producing 
a cured plastic exhibiting the charac- 
teristics of high dielectric strength, 
excellent oil and moisture resistance, 
low moisture absorption, good weath- 
ering ability and tough flexibility. 

The Unipak resin package was first 
used in the communications field as 
a blocking agent for lead or plastic 
sheathed telephone cable. A tem- 
porary or reusable conical form is 
placed around the cable sheath and 
the resin is poured into this form to 
fill the interstices between the con- 
ductors, resulting in a solid thermo- 
set plastic moisture seal. A conven- 
tional tape splice made on a cable 
prepared in this manner is effectively 
sealed against moisture entry into a 
splice through the cable itself. Like- 
wise, paper insulated cable is protect- 
ed against moisture entry from a 
splice. The low viscosity of the 
epoxy resin results in effective satu- 
ration of all conductor interstices in 
plastic cable, with the cable usually 


filled solidly 2 to 4 inches back from 







Editor’s Note 


Many readers have re- 
quested reprints of Mr. 
Reed’s articles on ““Modern 
Cable Construction.” 
Would the book be of value 
to you? Let us know. 



















the end of the sheath. These blocks 
uniformly withstand pressures over 
30 p.s.i. without gas leakage. 

This method of forming a cable 
block requires arranging the cable 
end vertically to pour the block, and 
its use is thus limited to splicing new 
cable lengths together or for cable 
blocking at terminations. It is diffi- 
cult to pour a well shaped block by 
this method where the cable must re- 
main horizontal. 

However, excellent results obtained 
from plastic telephone cable splices 
made with these moisture blocks have 
led to the development of complete 
splices for telephone 


epoxy resin 


cables. Since a solid splice is not 
always desirable for telephone cables, 
it was necessary to provide splices 
that could be opened at any time as 
required. Three general types of 
splices using epoxy resin for the fill- 
ing and insulating material are con- 
sidered necessary for the communica- 
tions industry. These are the so- 
called openable, reopenable, and sol- 


idly cast splices. 
The openable splice has a field cast 


one-piece epoxy resin shell, with or 
blocks as 


which can be removed without dam- 


without cable required, 


age to the cable. The original splic- 
ing material, however, cannot be re- 
This 


type of splice is illustrated in Figure 


used after opening the splice. 
81 and 82.. The splice bundle is en- 
closed within a thin aluminum pre- 
formed housing which serves the pur- 
pose of excluding the liquid plastic 
from the splice chamber and provid- 
ing for continuity of the cable shield 
over the splice. As shown in Figures 
82 and 83, a wrapping of black self- 
fusing rubber putty is applied over 
the conductor bundle near the ends 
of the inner chamber in strip form 
before assembly of the inner chamber 
halves over the splice bundle. The 
two halves of the inner chamber are 
placed over the splice and fastened 
together by banding with plastic tape 
The tape ten- 
putty, 


at the ends and joints. 
sion the 
forcing it into the cable and forming 
a seal which prevents entry of the 


compresses rubber 


liquid epoxy resin into the splice 
bundle when the resin is poured. 
Outside this the conductor 
bundle is embedded in the plastic ad- 
jacent to and under the cable sheath, 
providing a cable moisture block. 
When cable blocking is not needed, 
the cable sheath is trimmed to a short- 
er opening length and the inner cham- 


seal, 
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FIGURE 86: — Solid splice, 11-pair plastic cable. 


ber is sealed directly to the sheath. 
Shield 
the 
chamber 


connectors are employed to 
the 
for continuity of 


join cable shield to inner 
sheath 
ground as shown in Figure 83. 

As pictured in Figure 83, the cut- 
er thin aluminum case surrounding 
the inner chamber is formed in two 
halves which are joined by crimping 
tabs along the seams with pliers. Two 
pouring spouts are formed into the 
seam, through one of which the liquid 
resin is poured. The conical ends of 
this outer case can be cut to enlarge 
the 
diameters of cable. 

Whenever it is necessary to open 
this type of splice, rip wires shown 
in Figures 81 and 83 are pulled up 
along the splice by a large key which 
wind up the wires, making two cuts 
outward from the heart of the splice. 
The two splice halves are then pried 
apart and removed from the cable. 
This prying action breaks the bond 
between the cable blocks and alumi- 
num inner chamber, thus preserving 
the blocks for reuse when the epoxy 


holes to accommodate various 


resin shell is recast. 

The splice illustrated in Figures 
81 and 8? can be made on sizes of 
plastic or lead sheathed telephone 
cables ranging from 26 pair through 
76 pair. A wye or bridge splice of 
size range equivalent to the straight 
splice can be made as shown in Fig- 
ure 83. This splice permits splicing 
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into up to 100 percent of the straight 
run pairs, and is equivalent to the 
straight splice in electrical and me- 
chanical properties. 

Sheath material may be lead, poly- 
ethylene, polyvinyl chloride, rubber, 
the 
Specific adhesion of the resin 


or any combination in same 
splice. 
varies with these materials, but pres- 
sure testing over cycling temperature 
conditions indicates no leakage with 
these materials or any combination 
of them at 30 p.s.i gas pressure. Ten- 
sile tests indicate the splice strength 
to exceed the tensile strength of the 
largest copper conductor telephone 
cable in the range covered by one 
splice size. The plastic shell and 
aluminum case absorb the full ten- 
sion loading and the conductors with- 
in the inner chamber remain un- 
stressed even at cable breaking loads. 
This indicates that the cable blocks 
anchor the conductors and prevent 
their movement under stress. 

It is stated that one man can as- 
semble and pour the splice within 20 
to 30 minutes after completing the 
conductor splices and that no highly 
developed skill is required. The 
metal parts of the splice are inex- 
pensive and the inner chamber con- 
siderably reduces the quantity of res- 
in required over an equivalent solid- 
ly cast splice. In aerial installations, 
the splices are neat looking and will 
weather well. Where used in direct 
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e HANDSET CORDS 
© DESKSET CORDS 


e SWITCHBOARD CORDS 
with or without plugs. 


e RECEIVER CORDS 
e TRANSMITTER CORDS 
e PATCH CORDS 


with tough, long-wearing 
NYLON, NEOPRENE or 
MERCERIZED COTTON JACKETS. 


SPECIAL ITEMS— 

Extra Length Cords 
Retractable Handset Cords 
Test Cords and 

Special Cords for 


Inter-Communication 
Systems 


REPAIR DEPARTMENT 
maintained for re-butting 
switchboard cords and re- 
braiding old cotton switch- 
board cords with Nylon 


**ONE-CALL-FOR-ALL"’ Service 


WRITE, WIRE OR PHONE 


COMMERCIAL 
CORD & SUPPLY CO., INC. 


26 E. Main St. + Clifton Springs, N. Y. 
Phone: 
CLIFTON SPRINGS 189 
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|is illustrated in Figure 85. 
| splice uses epoxy resin for blocking 


burial service, corrosion of the outer 
case may occur, but the plastic shell 
underneath will provide the needed 
protection against moisture penetra- 


| tion to the cable conductors. 


When a type of splice that can be 


| opened frequently is desired, a _re- 
|openable splice provides a fast and 
/easy reentry without destruction of 


Such a splice 


€ This 


the sealing material. 


sealing and dead ending the cable, 
and employs a gasketed cover over 
the splice bundle. The splice cover 
and its seating ring are of one piece 
drawn aluminum sheet construction 
which provides a light weight and 
non-porous construction. 

The rubber putty inner chamber 


seal used in the openable splice is not 
required in this splice to keep resin 


out of the splice bundle, because of a 
virtical offset of the cable which 
brings the conductor bundle through 
the resin block and 
the liquid level in the splice bundle. 
Gravity keeps the splice bundle clear 


raises it above 


of resin. 

Installation of the reopenable splice 
requires about the same time as the 
openable type. The splice is cast 
preferably before the cable conduc- 
tors are spliced in order to secure the 
cable ends for splicing and to avoid 
errors in sheath opening dimensions. 
Since the splice body is formed in 
two longintudinal halves, it can be 
applied to a cable which cannot be 
cut. In this case, a small amount of 
slack is introduced into the cable to 
provide the slight offset required. 
This feature most often 
needed in the wye or bridge splice 
type. Where the tension of an exist- 
ing cable does not permit pulling the 
required slack, piecing out of the 


would be 


cable may be required. 

After trimming the sheath to the 
proper length, the splice body is in- 
stalled and the seating ring is drop- 
ped over the cable and inserted into 
the splice body opening as illustrated 
in Figure 85. The seating ring is 
secured in the body by four screws, 
which also provide a means of me- 
chanically connecting the cable sheath 
ends to the splice body, ring, and 
The splice is then held in a 
level position and epoxy resin mix- 


cover. 


ture is poured into the seating ring 
opening. The splice is left undis- 
turbed for 10 to 20 minutes to allow 
the resin to cure to the solid state. 
The resin performs the functions 


“The proper way to turn a 
child in the way it should go, 
is to go that way yourself.” 


of anchoring the cable sheath and 
blocking the bonding the 
splice body together, and bonding 


cable, 


to the sealing ring skirt, thus iso- 
lating the area inside the ring open- 
ing from all other areas or seams in 
the splice body. If cable blocking 
is not desired, the sheath may be cut 
so as to extend above the liquid 
epoxy resin level, thus excluding the 
resin from the conductor bundle. 
After the resin is set, the conduc- 
tors are spliced and final closure 
made. The one piece drawn alumi- 
num cover has an “O” ring section 
gasket which seals against the sealing 
ring as indicated in Figure 85. After 
the splice bundle is wrapped with an 
insulating polyethylene film, the cov- 
er is placed in position and secured 
with the clamping ring. The clamp- 
ing ring consists of two “U” shaped 
channel members slide 
the cover flange. These members are 
provided with a series of set screws 
which are tightened down with a 
screwdriver to compress the “OQ” 
ring gasket. This clamping ring is 
not mechanically connected to the 
splice body, but clamps only the 
cover and sealing ring, thus avoid- 


which onto 


ing any possible loosening due to ex- 
pansion and contraction of the splice 
body. 

Where accessibility to spliced con- 
ductors is not a factor, a solidly cast 
epoxy resin splice can be made as 
illustrated in Figure 86. A splicing 
kit is available for making solid 
splices in 6 to 16 pair telephone 
cables. Using the resin alone, other 
communication applications have in- 
cluded connector potting, end seal- 
ing of reeled cable, sheath puncture 
repair, and cable sealing at termina- 
tions. 

Splicing kits are available from 
the Minnesota Mining and Manufac- 
turing Company for all types of epoxy 
resin splices. Detailed instructions 
are also available for properly mak- 
ing these splices. To Be Con- 
tinued. 
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MALL INDEPENDENT telephone 

companies, who operate around 
the clock and are hit by any wage 
increases three time in one day, can- 
not absorb costs which would be 
added if the Federal Minimum Wage 
is increased or the present exemption 
from the wage-hour law of operators 
in exchanges of 750 or fewer tele- 
phones is removed, an_ industry 
spokesman has told a Senate Labor 
& Public Welfare subcommittee. 

Clyde McFarlin, president of the 
Montezuma (la.) Mutual Telephone 
Co. and chairman of the US Inde- 
pendent Telephone Association’s Em- 
ployment Relations Committee, said 
that removal of the exemption “would 
result in increased cost for telephone 
service to users; it would impose an 
undue financial burden on small tele- 
phone companies; and would cause a 
large number of telephone operators 
to become unemployed.” 
that the 


companies are not paying, or plan- 


Emphasizing telephone 
ning to pay, substandard wages, Mr. 
McFarlin declared that the Indepen- 
dents could not obtain the money to 
pay further added wages from their 
already inadequate return on invest- 
ment, and that the result of removal 
of the exemption would be that many 
companies no longer would be able to 
provide telephone service in their 
communities. 

Mr. McFarlin commented that “It 
has been suggested by witnesses ap- 


pearing before this subcommittee that 


if companies require an increase in 
their rates in order to pay these in- 
creased wages, a state regulatory 
commission would be required to ap- 
prove their application. Theoretic- 
ally, this may be true, but because 
the price level generally has remained 
almost stationary for the past year, 
regulatory bodies are becoming most 
reluctant to increase in 


grant any 


rates.” 
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He went on, “As a result, most of 
the small telephone companies are 
now earning considerably less than 
the 6% return on invested capital 
that is generally considered as a fair 
return. Again, regulatory — bodies 
may fix rates, but they cannot com- 
pel the customer to pay them. 

“It is our belief that an increase 
in the minimum hourly rate to one 
dollar per hour, coupled with the re- 
peal of our exemption, would make 
the cost of telephone service prohibi- 
tive in many of the smaller ex- 
changes.” 

The Senate subcommittee, headed 
by Senator Paul Douglas (D., IIl.). 
has moved toward the close of its 
hearings on wage-hour law changes. 
Belief of most observers is that Con- 
gress will approve an increase in the 
present 75-cent minimum wage, eith- 
er to 90 cents, proposed by the Eisen- 
hower administration, or to a com- 
promise figure of 95 cents. Although 
there may be some tightening of ex- 
emptions, the Independent telephone 
companies are given an_ excellent 
chance of retaining their 750-station 
limitation, provided they lose no op- 
portunity to make their position 
clear. 

Mr. McFarlin included in his testi- 
mony a number of quotations from 


U.S.I.T.A. 


what the impact on their operations 


members — emphasizing 
would be if the minimum wage were 
boosted and they, as a result, sought 
increased rates. 

Telephone companies, Mr. MecFar- 
lin pointed out, not only must meet 
a wage boost around the clock, but 
because of the high ratio of wages to 
total expense suffer a second blow in 
raising the salaries of other employes 
to meet normal differentials. 

He also emphasized that if tele- 
phone companies are required to ab- 
sorb some of the added wage bill, “it 
will place serious obstacles in the 
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way of securing adequate investment 
Independent telephone 
companies. The result will be that 
prospective telephone users will not 


capital for 


be able to get telephone service, or 
in the case of present users, it will 
not be possible to upgrade their ser- 
vice as such subscribers desire.” 


RESIDENT Joseph A. Beirne of 

the Communications Workers of 
America, in his testimony during 
“union week” prior to the appearance 
of employer spokesmen, coupled the 
general recommendation of union 
leaders that the federal minimum be 
boosted to $1.25 hourly with the pro- 
posal that Congress eliminate the 750- 
station exemption for switchboard op- 
erators. 

In his testimony, Mr. Beirne told 
the Senate group that of the 9407 
Bell System exchanges in the United 
States and 10,832 operated by Inde- 
pendents, 4393 of the Bell exchanges 
and 9126 of the Independents’ have 
He said 


employes, 


fewer than 750 telephones. 
that of 353,320 traffic 

13.000, or 12%. are 
minimum wage and overtime protec- 


“only denied 


tion. In other words, these few un- 
fortunate women have been singled 
out by Congress to be vicimized by 
oppressive wage and hour practices.” 

Declaring that CWA’s objective is 
to have the exemptions removed, he 
said that “present-day economic con- 
ditions and the competition within 
the labor market since the enactment 
into law of the present exemption (in 
1919), have brought a substantial in- 
crease in the wages of operators em- 
ployed in the exchanges having less 
than 750 stations. Even though there 
still exist starting wage rates less than 
$1.25 an hour. the average hourly 
earnings for telephone operators in 
class A non-Bell companies was $1.08 
1953. 


“Why then should the present ex- 


in October, 
emption be continued? The purpose 
of the exemption was to eliminate 
cases in which the application of the 
Fair Labor Standards Act would re- 
sult in a serious or unreasonable bur- 
den. The reason for the exemption 
has been eliminated by present-day 
economic conditions and the competi- 
tion within the labor market.” 


Wire Tapping 


NDICATIONS that members of the 
House Judiciary subcommittee 


holding hearings on wiretapping have 
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Telephone companies 
that feature 
SERVICE 
feature 


Koiled Kords 


ASS 


S 
AMAT 


Handle heavy reels easily and 
safely; remove wire or cable from 
top or bottom, front or back of 


reel with 


ROLL-A-REEL 


Style A: 

2,000 Ibs. cap. 
37.50 

Style B: 

4,000 Ibs. cap. 
75.00 

F.O.B. Cincinnati 


—— 


Low slanted tront and 
positive front lock 
insure quick loading 
or unloading. 


Eliminate jacks, cum- 
\ bersome handling. 


Carried easily 
to reels, job 
or storage. 


WRITE FOR DETAILS 


ROLL-A-REEL 


1106 SYCAMORE AT CENTRAL PARKWAY 
CEN CENNATI 2 OF8FD 
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pretty well made up their minds on a 
bill banning tapping but permitting 
taps by authorized law officers under 
appropriate safeguards have become 
pretty clear to observers who have 
been following the sessions. 

It is evident that members of the 


| subcommittee, headed by Rep. Eman- 
| uel Celler (D., N. Y.), are directing 


their thinking along three main lines: 
(1) a wiretapping prohibition which 
is completely clear and has teeth; (2) 
proper safeguards under which au- 
enforcement officials 
no interfer- 


thorized law 
could tap wires; and (3 
ence with applicable state statutes. 
Frequent have been 
made to a viewpoint that the present 
section 605 of the Communications 
Act, prohibiting divulgence of wire- 
tap information, is so susceptible of 


references 


varying interpretations that agencies 
such as the Justice Department have 
interpreted the section as permitting 
taps so long as there is no divulgence, 
and have gone ahead and done their 
own wiretapping, but then have been 
reluctant to prosecute others. 

Federal Communications Commis- 
sioner Robert E. 
FCC’s viewpoint during the House 
hearings, suggested that the language 
of section 605 be changed so that 


Lee, outlining the 


_ either divulgence of intercepted in- 


formation, or interception with intent 
to divulge or use the information ob- 
tained, would be illegal. The FCC 
recommended that any new legisla- 
tion be merged with section 605. 
The Commission said that a flat 
ban on interception might raise prob- 
lems in connection with party line 
telephone service and the shared use 


of frequencies in the safety and spe- 


As a result, the addi- 
tion of the “intent” qualification was 
proposed. 

Rep. Celler and other subcommit- 
tee members appear to favor a system 
under which wiretapping would be 
permitted only if authorized by a fed- 


eral judge. Spokesmen for Attorney 


| General Herbert Brownell, Jr., have 


urged that the Attorney General be 
the one to coordinate and approve 
wiretaps by federal law enforcement 


| officials. 


On the Senate side of the Capitol, 
Chairman Warren G. Magnuson (D., 
Wash.) of the Senate Interstate & 
Foreign Commerce Committee, said 
that his group will be able to pro- 


| ceed more intelligently in a wiretap- 


ping investigation after other studies 
now in progress have proceeded well 


along. Senator Magnuson declared 
that when his committee starts its in- 
vestigation, “we will make a_thor- 
ough job of it.” 


Highway Relocation 
ROPONENTS of legislation to re- 
imburse public utilities for their 

expenses incurred in highway relo- 

cation work really have their work 
cut out for them. This was abun- 
dantly clear before, but if anything 
it became even clearer when the Sen- 
ate Public Works roads subcommittee 
approved a compromise roads bill and 
sent it to the full committee. 
Indicative of the explosive polliti- 
cal nature of the situation was the 
fact that the Senate group, which 
voted 6-3 in favor of the compromise 
legislation, initially instructed its staff 
not to tell anyone who was present at 
the meeting, or how the voting went. 
While this is not unheard of on Capi- 
tol Hill by any means, it is unusual. 
The compromise roads measure 
contained no reference to utilities’ re- 
location costs, and they presumably 

The 

Senate group, however, has a habit 

of inviting the Bureau of Public 

Roads top officials to sit in with i 

when it is considering such legisla- 

tion, which makes things even tough- 
er for the publicly and privately-own- 
ed utilities who are insisting that their 
situation be equalized with the rail- 
which receive relocation pay- 

They also emphasize that 


will be considered separately. 


roads, 
ments. 
utility 
else, and should not be required to 
pay double for roads construction 
when relocation costs are involved. 

The new highway measure calls for 
appropriation of $21,300,000.000 
over a five-year period. 


users pay taxes like everyone 


*‘d4utomation” 

N VIEW OF the recent attention 

focused on the subject of automa- 
tion, and modern production methods 
and mechanization in general, the 
Western Electric Co. has come up 
with some very interesting figures. 

It might be recalled that retiring 
United States Steel Co. Chairman 
Benjamin Fairless, in a talk recently, 
used the telephone industry as an ex- 
ample of the benefits of automation. 
He pointed out that despite the rapid- 
ly-increasing proportion of dial ser- 
vice in the past 15 years, the number 
of telephone traffic operators has 
risen during that period. 
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Directors OK Merger of Stromberg-Carlson 


Into General Dynamics Corporation 


THE MERGER into General Dyna- 
mics Corp. of Stromberg-Carlson Co.. 
Rochester, N. Y., subject to the ap- 
proval of the share owners of both 
corporations, was voted April 25 at 
meetings of the directors of both con- 
cerns. 

John Jay Hopkins, chairman of the 
board and president of Dynamics, 
that the holders of record of 
stock of both corporations on May 
31, 1955 would vote on the merger 
on June 28, 1955. Hopkins, who will 


continue as chairman of the board 


said 


and president of Dynamics, reported 
that holders of the common stock of 
Stromberg-Carlson would receive one 
share of General Dynamics stock for 
each share of Stromberg-Carlson. 

The preferred stock of Stromberg- 
Carlson will be called for redemption 
prior to the merger. Shares of pre- 
ferred stock are convertible into 1.4 
shares of common stock of Strom- 
berg-Carlson and common stock re- 
ceived on conversion would receive 
shares of common stock of Dyna- 
mics share for share. 

As of March 31, 
capitalization — of was 
1,377,991 stock 
(there are no preferred shares of 
As of the 
same date, Stromberg-Carlson had 
outstanding 530,892 shares of com- 
mon stock and 58,457 shares of pre- 
ferred stock. Dynamics has recently 
sold to the public an issue of 
$4.0.000,000 31 6% convertible deben- 
tures due in 1975. 

Following the meetings Hopkins 


1955, the stock 
Dynamics 
shares of common 


General Dynamics stock). 


termed the merger as an outstanding 
step in “Dynamics for Defense” in 
adding to the Dynamics group an 
outstanding communications and elec- 
tronics company of world-wide repu- 
tation for high quality products. 

Hopkins stated that this acquisi- 
tion by Dynamics was a major move 
in the direction of broadening its base 
of operations in the electronics field 
and that in the opinion of the boards 
of directors of both companies the 
merger of the two concerns was a 
logical union. 

In addition, Hopkins pointed out, 
Stromberg-Carlson’s civilian commer- 
cial business, particularly its tele- 
phone, radio-television and sound 
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R. C. TAIT, president of Stromberg- 
Carlson Co., Rochester, N. Y. 


equipment production, would consti- 
tute a sound source of diversification 
for Dynamics. 

Hopkins said that anticipated earr 
ings of Stromberg-Carlson for the 
year 1955 should contribute substan- 
tially to the projected earnings base 
of Dynamics for this year. The cur- 
rent annual dividend rate of Dyna- 
mics of $2.20 
with dividends paid last year to hold- 
ers of Stromberg-Carlson common 
stock of $1.525 per share. 

Hopkins indicated that no changes 
in the management of either corpora- 


per share compares 


tion are contemplated. Stromberg- 
Carlson will retain its name, individ- 
ual identification and organizational 
structure except that it will operate 
within Dynamics as_ the 
Stromberg-Carlson Division. Robert 
C. Tait, now president of Stromberg- 
Carlson, will continue as president of 


General 


the division and will also become a 
senior vice president of Dynamics. 
Tait, Wesley M. Angle, chairman of 
Stromberg-Carlson’s board, and Ber- 
nard E. Finucane, president of Se- 
curity Trust Company of Rochester 
and also a member of Stromberg- 
Carlson’s board, will become mem- 
bers of General Dynamics’ board. 
Tait will also serve on the manage- 
ment committee of the board of di- 
rectors and Angle and Finucane on 
the advisory committee thereof. 

So far as Stromberg-Carlson is con- 
cerned, Tait said that its board of di- 
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rectors had wholeheartedly approved 
the merger as being in the best inter- 
ests of stockholders, its employes and 
the community. Joining the Dyna- 
mics team, he said, would bring to 
share owners a new and stable base 
of operations and would furnish the 
business with a source of working 
financial 


capital and an_ excellent 


foundation. 
Tait emphasized the fact that it is 
the intention of all concerned not 


only to retain the Stromberg-Carlson 
operations in its plants in Rochester 
but to expand them substantially. He 
said that he believes that becoming a 
division of General Dynamics will 
add strength and _ diversification 
which will prove beneficial to Strom- 
berg-Carlson’s present employes and 
to the city of Rochester as a whole. 
The good progress made by the com- 
pany in recent years can now be ac- 
celerated in the fields of telephony, 
radio-television, and equip- 
ment. In addition, new electronic and 


sound 


communications products for civilian 
and government use will be developed 
and manufactured in the company’s 
Rochester plants. 

General Dynamics, with three di- 
visions and a Canadian subsidiary, 
employs approximately 55,000. 

Its Convair Division, with plants 
at San Diego and Pomona, Calif., and 
Fort Worth and Daingerfield, Tex., 
produces the most diversified line of 
aircraft of any firm in the United 
States. Long famous for its B-36 
hombers, Convair is currently turn- 
ing out F-102A all weather, superson- 
ic jet interceptors for the Air Force; 
R2Y-1 and R3Y-2 Tradewind turbo- 
prop pressurized seaplane transports 
for the Navy (these aircraft weigh 
80 tons and have crossed the conti- 
nent in approximately six hours) ; 
Convair-Liners for air- 
lines; the T-29C navigator-bombard- 
ier trainers; YC-131C turboprop mil- 
itary transports; C-131A air evacua- 


commercial 


tion transports. 


In addition, Convair built and is 
working on the vertical takeoff and 
landing XFY-1 Pogo for the Navy, 
the first aircraft to land and take off 
vertically from the ground and then 
fly in conventional level flight at 
speeds in excess of 500 m. p. h. 

Convair is also the builder of the 
YF2Y-1 Sea Dart, supersonic delta- 
wing seaplane fighter for the Navy. 

Further, Convair has received an 


Please Turn To Page 89 
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TOOLS OF SAFETY... 











BASHLIN Quality Body 
Belts with the additional 
Nylon Safety Feature... 
Work Safely . . . Com- 
fortably . . . with tools 
in easy reach. 














BASHLIN Quality 
Alcoa Aluminum 
Alloy Adjustable 
Climbers with re- 
placeable gaffs 
... There is nothing better anywhere! 











BASHLIN'S Nylon and leather Safety 
Straps . . . Bashlin Quality, of course. 







You Can't Afford Anything 
LESS Than the BEST— 

@ay BASHLIN 
Highest Quality For Over 30 Years 


Distributors in Strategic Areas in U.S.A. 










Export: Copperweld Steel International Co, 
In Canapa: Bell Electricord & Safety, Ltd., 


Toronto 








Ask for... 


CATALOG NO. 55 


W. M. BASHLIN CO. 


GROVE CITY, PA. 















30 YEAR 
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Questions 
And Answers 


QUESTION : — The series of dis- 
cussions on the subject “The Decibel 
Calibration” have been followed with 
great interest by the members of the 
Engineering Department of our 
rather small telephone system. The 
results have been most worthwhile 
but as an old timer in this very inter- 
esting industry | have been interested 
in mentally comparing the decibel, as 
set out in your discussions, with the 
old unit which was called “Miles of 
Standard Cable” and which was tive 
basis of telephone plant transmission 
engineering formerly. If you can set 
out a comparison of the two ideas, as 
related to standard transmission, il 
might be of some historical interest. 
We share your idea of making these 
important factors as understandable 
as possible to the maintenance and 
plant organizations of the smaller tele- 
phone systems. Thank you. 
ANSWER: — This inquiry will 
be perfectly understandable to those 
who have been engaged, in one ca- 
pacity or another, in the telephone 
industry since what John P. Boylan 
has called the “Gay Nineties.” Even 
in the large cities telephone systems 
were then largely open aerial wire, 
and grounded return line circuits or 
common return line circuits were not 
unknown. The limits over which sat- 
isfactory telephone transmission could 
be obtained were quickly found to be 
closely related to construction meth- 
ods and plant materiel. 
Manufacturers concentrated — on 
producing powerful and ever more 
powerful telephone transmitters. One 
very prominent manufacturing tele- 
phone engineer is said to have stated 
that “It is easy to build a telephone 
that will knock them off the end of 
the line but that is not the important 
consideration, which is to improve 


Conducted by JAY G. MITCHELL 


IN THIS ISSUE Mr. Mitchell discusses — (1) An outmoded 
unit, and (2) the decibel calibration. 
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the telephone circuits so that the 
energy of the voice carrying currents 
will not be dissipated in the connect- 
ing plant.” 

This has been put into quotation 
marks although the wording may not 
be an exact repetition of the state- 
ment. The fact, as is, of course, now 
common knowledge was one of the 
early reasons for the attempt to for- 
mulate standards of transmission 
which would be applicable to the tele- 
phone industry. For many years the 
Mile of Standard Cable (M.S.C.) was 
used as the standard of transmission 
measurement between telephone in- 
struments. 

While the Mile of Standard Cable 
was most useful to the telephone in- 
dustry it failed to provide for the in- 
clusion of certain elements that were 
associated with the nature of sound 
and the transmission of sound is, of 
course, the prime function of tele- 
phone plant. 

It is a fact that the response of the 
human ear to varying intensities of 
sound is on the logarithmic basis and 
for that reason the comparison of 
audio outputs on a logarithmic basis 
rather than on a power basis more 
consistently reflects their relative val- 
ue for affecting the ear of the listener 
which, of course, is hearing. The De- 
cibel Calibration, as has been pointed 
out, is based upon the logarithmic re- 
rather than on the direct 
power. For this reason alone the 
Decibel System is more nearly a 
means of comparing the effect of 


lation 


sound transmitted to a listener. 
However, there is a rough approxi- 
mate relation between the Decibel and 
the Mile of Standard Cable which 
may be stated as follows. The Deci- 
bel is approximately 8% higher than 
Please Turn To Page 68 
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NORTHEASTERN TELEPHONE COMPANY 
WCORPORATIO 


Copyright 1968 by Nactheautere Tolaohor. 


Northeastern Telephone Company, Incorporated 


directory printed by 


R. R. DONNELLEY & SONS COMPANY 


350 East Twenty-second Street, Chicago 16 


SUA LL sores 


CONVERT YOUR “PICK-UP” 


TO A MODERN SERVICE truck! 
Quickly...and at low cost...you can mount 
these All-Steel, Welded Side Boxes on ANY 

| MAKE OR MODEL of pick-up truck. Keep 
tools and equipment dry, safe, organized. 
Write today for Literature and Prices 


| STAH L METAL PRODUCTS, INC. 


3490 W. 140th ST., CLEVELAND 11, OHIO 
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Do you know these facts about 


LEXIDUCT? 


- 


It's the new rubber floor duct that solves over- 
floor wiring problems quickly and effectively, with ade- 
quate protection from sweepers, mops and equipment 
on casters. Installation is easy and permanent. You 
just fasten Flexiduct in place with its own special ce- 
ment. There's no drilling or necessity to use screws 
and fasteners. Flexiducts’ flexibility allows it to adhere 
evenly and securely to all types of floor surfaces and 
it is adaptable for installations ranging from 2 con- 
ductors to 25 pair switchboard cables. Write for com- 
plete information regarding Flexiduct and your wiring 


problem today. 


The Ericsson Corporation 


Export Agents 
100 Park Ave. New York 17, N.Y. 


For further information, write for circular 753 A. 


BUCKEYE TELEPHONE & SUPPLY COMPANY 


KELLOGG REBUILT EQUIPMENT 


| to Meet KELLOGG’S Superior Performance Standards 


AVAILABLE NOW 
FOR IMMEDIATE DELIVERY 


KELLOGG REBUILT TELEPHONES 


925 Masterphones, any frequency with or without 
dials (write for quantity prices.) 

5800 Series Magneto Wall Telephones, Page 124 
Catalog #11 

4800 Series Magneto Wall Telephones, Page 124 
Catalog #11 

F817 and 9817 Series Telephone and any fre- 
quency with or without dial, Page 122 Cata- 
log #11 

Desk Set Boxes, Common Battery and Magneto, 
Pages 5 & 6 Catalog #11 


27C Hand Sets with new cords 

15 and 53 generators 

72-HA, 73-HB, 74-HC, 79 and 84 Ringers 
Condensers, any type 

Induction Coils, any type 

41A Receivers with new cords 


Keuoce.,... 
mf 


Address All Inquiries To: 


KELLOGG SWITCHBOARD & SUPPLY COMPANY 


A Division of International Telephone and Telegraph Corporation 
REBUILDING AND REPAIR DEPARTMENT 
1511 Cypress Street — Kansas City 27, Missouri 
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TENGE 


Setting th 


This spring, ‘The ‘Telephone Hour 
starts its 16th year 
of carrying the telephone 
story direct to 


America’s living rooms. 


With its setting of fine music 
and great musical artists, 
this famed radio program 
1s a welcome visitor 
in 11% million homes 
every week . . . served by 
more than 5000 telephone 


companies in_ the nation. 


Listening is a cherished ritual 
with much of the audience. 
Thus, a friendly reception 
is assured for the 
continuing, ever-interesting 
story of telephone service, 
of telephone convenience, 
and of telephone plans 


for the future. 


Listen to the special full-hour Birthday Broadcast, May |. 


on NBC radio. See your local newspaper for time and station. 









ha Lelephone Story to Music... 


Donald Voorhees, Conductor 
of The Bell Telephone Orchestra 






The Bell Telephone Orchestra 
assembled for a broadcast on The Telephone Hour 


CL OKM LEE 


AVAILABLE FOR 


jate 
sn 


Get the complete story TODAY! Write for 
FREE Pamphlet entitled ‘'Full-Length Treated 
Northern White Cedar PENTA POLES”’ 


WATCH FOR 
THIS BRAND! 


/ 


PacE.& HILL, INC. 


MINNEAPOLIS 3, MINNESOTA 


50 CHURCH STREET @ NEW YORK, NEW YORK 


Distributed by AUTOMATIC ELECTRIC SALES CORPORATION... 
STROMBERG-CARLSON COMPANY... LEICH SALES CORPORATION 


Koiled Kords 


are fast 

becoming the 
STANDARD 

of the telephone industry 
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A Zoolo 
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tried for 
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STCP INSECT BITES! 
PREVENT DISEASE & INFECTION! 


‘TICKS 
OFF 


More Than A Repellent 


SAFE! FAST! Keeps away 
Chiggers, Ticks, Mos- 
quitoes, Flies. A few sec- 
ond spray protects you 


all day! 


T. 


gu ert 
s eec"ct SS = 


gy hatens 2 


12 Oz. Bombs 


De yeu know that biting ticks trans- 
mit to humans twice the number of 
tularemia cases than handling or 
skinning of rabbits. 


Distributed by 
MINE SAFETY APPLIANCES CO. 
201 North Braddock Avenue 
Pittsburgh 8, Pa. 
76 Branch Offices in the United States 


AVA 77777 
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! 
}: 


| 





TAWA\\\\\\\\ 


TLL LLL 





(Continued From Page 64) 
the M.S.C. at 800 cycles per second. 
In “Telephony,” a book written by 
Messers T. E. Herbert and W. S. 
Proctor, Volume 1, Second Edition, 
The Unit, Mile of Standard Cable, is 
defined as the power ratio, between 
the ends of a pair in a mile of cable 
at 800 cycles per second; having the 
following constants per loop mile: 


88 Ohms 
1 Millihenry 
0.054. Microfarad 
20 Pounds 


Resistance (loop) 
Inductance 
Capacitance 


Weight 


It will be instantly noted that this 
is an arbitrary unit which approxi- 
mates the characteristics of one mile 
of standard lead cable. The compari- 
son may be made on the basis of the 
following principal characteristics of 
good 19 Gauge Telephone Cable. 


These are: 


Resistance (per mile) 
94.00 
Capacitance( per mile) 


0.054 Microfarads 


(loop) Ohms 


(mutual) 


It may be noted, in conclusion, 
that it was felt, under the old trans- 
mission standard unit, Miles Stand- 
ard Cable, that the transmission losses 
must not exceed, if possible, those 
which would be incurred in trans- 
mission through 30 miles of standard 
cable. 

This was a very useful plan but 
not suitable for use, of course, under 
present conditions. It must not he 
assumed, however, that the Mile of 
Standard Cable system was not of 
the greatest value in the industry. 
Graphs were prepared, for instance. 
which coordinated the direct current 
supply of common battery transmit- 
ters and the resulting output in Miles 


of Standard Cable for use in circuit 


and plant design. Such transmission 


graphs were used with great benefit. 

A In, a-given set of transmission con- 
ditions the transmission loss was de- 
termined by inserting Miles of Stand- 
ard Cable into a listening circuit un- 
til trained observers determined that 
the inserted standard miles produced 
the same attenuation as was exhibited 
by the circuit under test. That is, of 
course, only the bare theoretical out- 
line of this method. If details are 
desired for further historical study 
please write in again. 


QUESTION: — Will you please 
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ulf States Utilities counts on over 30 years 
of service from pressure-creosoted poles 


e One of the many poles marked Gulf States Utilities Company, serving 

with a 1925 dating nail, denoting 291 communities in southeastern Texas 

30 years of service. and south central Louisiana, uses pres- 
sure-creosoted poles exclusively in more 
than 10,000 miles of transmission and 
distribution lines. 


“It would be foolish to think of put- 
ting an untreated pole in the wet, termite- 
infested soil of the Gulf Coast area,” says 
John Jordan, operating supervisor. ““We 
have come to expect over 30 years of 
service from a pressure-creosoted pole.” 


Gulf States used pressure-creosoted 
poles in its first inter-city line installed 
in 1917. Some of these poles are still in 
use today after removal to other loca- 
tions. 


“First cost of a pole is reason enough 
to take advantage of Creosote’s ability to 
make poles last,” says Mr. Jordan. “But 
a replacement is even more expensive 
when you consider it takes 50 to 60 man- 
hours to make a pole change.” 


With poles pressure-creosoted for ade- 
quate life, neither the utility nor its line- 
men have cleanliness complaints. 


For best performance, from the stand- 
points of service and cleanliness, specify 
poles treated with the top-quality pre- 
servative—USS Creosote. For more in- 
formation, contact our nearest Coal 
Chemical sales office or write directly to 
United States Steel Corporation, 525 
William Penn Place, Pittsburgh 30, Pa. 


You can obtain clean pressure- 
creosoted poles upon specifica- 
tion and with proper inspection 
without sacrificing pole service 
life. 


SEE THE UNITED STATES STEEL HOUR. A full-hour TV 
program presented every other week by United States 
Steel. Consult local newspaper for time and station. 


USS CREOSOTE 
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COMPLETE PARTS 


DEPARTMENT-— 
parts shipped 


from stock 
same day 
for field 
COMPLETE 
REPAIR 
DEPARTMENT 


repairs 


equipped to 


repair all spinners 


) CABLE 
SPINNING 


EQUIPMENT CO. 


3100 TOPEKA AVE. 
TOPEKA KANSAS 


Phone 2-7234 


OVERSEAS SALES: 


Ericsson Telephone Sales Corp. 
of New York 


Automatic Electric of Canada 
Pirelli of Great Britain 





(Continued From Page 68) 


clear up one point in connection with 
the discussion of the Decibel Calibra- 
The point that is not clear to 
us ts this. In the definition of the 
Decibel in either the Db. system or 
the Dbm. system the zero reference 
level is given by specifying the power 
in Watts, the impedance of the as- 
sumed loop and the impressed alter- 
nating current volts. That step in 
the development of the system is per- 
fectly clear and, aside from the num- 
erical differences applies, it is under- 
stood, to both the Db. and the Dbm. 
Taking the Dbm. Zero Reference 
Level for illustration the numerical 
values are as follows; Loop 600 ohms. 
power 0.001 watt and alternating cur- 
rent voltage 0.7746. Now we feel 
that the connection of a loop of only 
600 ohms impedance across. for illus- 
tration a Long Distance Circuit. 
would seriously reduce the normal 
line voltage because of the low im- 
Any voltage read- 


tion? 


pedance bridge. 
ings taken under such 
would have to be revised to show the 
normal alternating current voltage of 
In other words the con- 


conditions 


the circuit. 
nection of a 600 ohm loop across any 
telephone circuit would, in itself, 
cause a serious reduction in the alter- 
nating current voltage and hence in 
the POWER being normally received 
over the circuit. Please clear this 
point tf our inquiry ts clear. 


ANSWER: — This inquiry is 
very clear indeed and indicates that 
the writer has thoroughly grasped the 
material as it has been presented. 
Now the explanation is as follows. 
Since the total power (that is the 
watts) delivered by telephonic alter- 
nating currents over telephone cir- 
cuits is very small there is no form of 
wattmeter that is sufficiently sensitive 
to measure it. However it is possible 
to measure the voltage of such cur- 
rents and this is what Decibel meters 
actually do. However it is not the 
power, and this is what 
learned, that the volts represent. So 
it is said that when there is one one- 
thousandth of a watt (0.001 watt) 
expended in an impedance of 600 
ohms it will be used as a Zero Refer- 
ence Level and this must mean that 
a voltage of 0.7746 volts alternating 
current in a 600 ohm loop is present. 
The formula for this is one form of 
Ohm’s Law and may be stated as fol- 


must be 


lows. 
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is the R.M.S. of the Alter- 
nating Current volts 
Z is the Impedance of the 


Where: E 


Loop 
I is the current in amperes 
through the loop of 600 
ohns. 


In other words, and this is most 
important, we have determined the 
voltage which would create an ex- 
penditure of 0.001 watts in an imagi- 
nary 600 ohm loop if constant and 
we have made the voltage the indi- 
cator of the zero reference Jevel be- 
cause it can be masured. Having 
set this value for the zero reference 
level, the Decibel meter is made of 
rather high impedance to prevent the 
serious distortion of the circuit volt- 
age through the shunt effect of the 
meter. In this way the “O” of the 
decibel scale is located where 0.7746 
volts moves the pointer and the im- 
pedance of the meter being high will 
not greatly distort the line voltage. 
It only remains to be said that if ex- 
treme exactitude is desired and all 
equipment impedances are known a 
correction may be easily computed. 
Ordinarily, with a meter impedance 
of 5,000 ohms no correction is neces- 
sary. It must be remembered that 
the Decibel Meter actually reads volts 
although having a scale calibrated in 
Decibels on the basis outlined for the 


- Jay G. Mitchell. 


Dbm. meter. 


A. T. & T. Aids Defense 
With New Circuits 


AMERICAN TELEPHONE & TELE- 
GRAPH Co., and its subsidiaries are 
constructing long distance “express” 
telephone circuits as a national de- 
fense measure, Cleo F. Craig, presi- 
of A. T. & T., disclosed last 
month at the annual stockholders 
meeting in New York City. 

Craig said the new circuits will be 
country for the most part. 
The cir- 


dent 


in open 
by-passing the larger cities. 
cuits will connect with existing lines 
so that if a major target area is com- 
pletely destroyed there will be no 
breakdown in the country’s commu- 
nications network. In addition, the 
company is building Nike guided mis- 
sile control systems and special sub- 
marine cables to report data on guid- 
ed missile tests. Craig said. 
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He reported that the company’s 
principal business, telephones, was 
never better and the Bell system has 
erown as much since the war as it 
did during its whole preceding 70 
vears. About 11 billion dollars have 
been spent for new construction since 
the war and outlays for this year are 
expected to be above last year’s 1 bil- 
lion 100 millions, Craig asserted. 

Stockholders approved a previous- 
ly announced proposal authorizing 
the company to issue a maximum of 
650 million dollars to convertible de- 
bentures. 


California Meeting Draws 
Attendance of 150 
gw Fresno, Catir.... The California 
Independent felephone Association 
held its semi-annual meeting on Feb- 
ruary 10 and 11, 1955 in Fresno. 
The sessions were presided over by 
Richard Crowe, association vice pres- 
ident, with 150 operating people. 
manufacturers representatives and 
interested persons in attendance. 
Since the purpose of the mid-win- 
ler meeting was to exchange ideas 


between operating people the pro- | 


gram was in the form of discussion 
groups rather than presentation of 
prepared lectures. Beginning with 


reports from the Association’s stand- | 


ing committees, the assembled dele- 
gates discussed the problems of most 
concern to the Independent operating 
telephone man today. 

Willard Wade, chairman of the 
Toll Settlements Committee, reported 
on the progress of the U.S.I.T.A. on 
two basic toll studies. He said that 
progress was being made on _ both 
the toll line haul cost study of cer- 
tain Independent companies for sam- 
pling purposes and upon the studies 
designed to bring the 1952 “A” and 
“B° studies up to 1954 levels. 

Bell System Representative, Rich- 
ard Gentry, then discussed in detail 
the preparation of a monthly toll set- 
tlement upon the standard cents-per- 
message contract agreement. Several 
Independent company men had prev- 
iously requested a discussion of this 
item in order that they might com- 
pletely understand the composition 
of the cents-per-message contracts. 

Allan R. Stacey delivered the re- 
port of the Association’s Dial Ser- 
vice and Advertising Committee. He 
mentioned that several Independent 
ompanies are now giving subscrib- 
‘rs personal telephone number book- 
lets and recommended that these 
booklets be included with the direc- 
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$ or: © Better Voltage Regulation 
* @ Sizeable Power Bill Savings 


A telephone exchange now using DC generators for charging the batteries can 
add one or more FLOTROLS and immediately obtain the precise voltage regulation 
characteristics of the FLOTROL for the entire exchange. The high efficiency of the 
FLOTROL will greatly reduce power consumption during those hours of the day 
when the FLOTROL alone is sufficient to carry the entire load; generators can be 
shut off during light load periods, thereby reducing the wear on the rotating 
equipment. By installation of FLOTROL capacity sufficient to carry the entire normal 
load, rotating equipment showing signs of wear can be saved for standby service, 
continuing its life indefinitely. The advantages obtainable 
from this type of installation are tremendous. For further 














information, send for Bulletin 161. FLOTROL, 
LORAIN PRODUCTS CORPORATION Suecrclf 
ce 


1122 F ST. © LORAIN, OHIO 


new “ALL CLEAR” RA-1H RECEIVER ELEMENT 


Now you can end subscribers’ complaints of — times the acoustical energy and its output is 
poor voice reception, quickly and inexpen- about 5 d.b. higher, over the normal speech 
sively... with the new Roanwell RA-1H response range, than receivers commonly 
receiver. This new element supplies almost 4 _in use. 


WRITE FOR DETAILED DATA SHEET 


re a 


} 


4 a 
: 
Nee: 
, a, 


IN RURAL AREAS NOISY LOCATIONS CONFERENCE CALLS 









CORPORATION 
662 PACIFIC STREET * BROOKLYN 17,N. ¥. 
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tories when directories are delivered. 

He pointed out that some Indepen- 
dent companies were considering a 
termination fee or contract guarantee 
for installation of certain new prod- 
ucts on the market such as automatic 
answering machines and colored tele- 










phones. This would, to a certain ex- 
tent, protect the Independent opera- 
tor against return of some of the de- 








vices being promoted nationally after 
the expiration of what might be term- 
ed the “novelty period.” 

Mr. Stacey discussed the program 
of the Bell System in the State of 
California for installation of central- 









ized automatic message accounting 





centers and relayed the recommen- 
dation of the committee that the In- 








dependents use care in the purchase — yenyrycKy ASSOCIATION OFFICERS (I. to r.): — JOHN A. REITZE, sec.-treas.; D. B. CORMAN, 


of any equipment used in the revenue vice pres.; D. H. LLOYD, pres.; SAMUEL S. LONG, JR.. vice pres.; HOMER J. WRIGHT, vice pres, 
More than 200 persons registered for the recent Kentucky meetings. See story on page 74. 






accounting department without first 
evaluating the effects of automatic 
ticketing by the Bell center of the In- 
dependent traffic. had rendered the Association during dustry for the intensive nationwide 
the past eight years as director and long distance telephone promotion 
program and the various advertising 







The Resolutions’ Committee read a 
list of proposed resolutions. After as vice president for seven years. 
The second resolution was to ex- media which have materially bene- 
press to the American Telephone &  fited Independent telephone com- 






careful evaluation two were adopted. 
The first resolution was in appre- 

ciation and thanks to Mr. Lyndon Telegraph Co., the appreciation and _ panies. 

Farwell for all of the services that he | commendation of the Independent in- An introduction was made of the 
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WITH 


TAYLOR-COLQUITT POLES 


YOU'RE BUYING 


Controlled (ality 


From the pine forests of the Southeast to the 
outbound loaded car, each step in Taylor- 
Colquitt pole production is subject to precise 
and accurate control. 

These controls cover timber selection and 
pole manufacture as well as moisture removal 
and preservative treatment. Developed and 
refined during the 29 years that Taylor-Colt- 
quitt has been a producer of fine poles, they 
assure uniform high quality and consequent 
maximum life. 

For poles with “controlled quality” specify 
Taylor-Colquitt treated pine. 


















Taylor-Colquitt poles are distributed to 
independent telephone companies ex- 
clusively by Automatic Electric Sales Cor 
poration, 1033 West Van Buren Street, 
Chicago, Ill. 


TAYLOR - COLQUITT CO. 


SPARTANBURG, SOUTH CAROLINA 











Plants at Spartanburg, South Carolina and Wilmington, North Carolina 
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“It’s a long way to Tipperary...” 
almost as far as the next pole! 


@ It’s probably not that far to the next pole, but it is 

a long way, all right. Those poles are strung with 

Amertel 135! 
When you use Amertel 135 you can space your 

poles 2% times as far apart as if you used ordinary 

BB wire. That means you use fewer poles, less pole 

hardware ... you dig fewer holes. Most important, RZ = 3 cues 

you cut costs on pole installation and maintenance. ; — 
Amertel 135 has better voice transmission charac- 

teristics, too, and low electrical resistance. We'll be 

glad to send you more information. Just write Ameri- 

can Steel & Wire Division, Rockefeller Building, 

Cleveland 13, Ohio. 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


YOUR MAY, 1955 TELEPHONE ENGINEER & MANAGEMENT 

































ALLEN KANDER 


Thgotiator 
FOR THE PURCHASE, SALE 


1701 K St. N.W. 
Lincoln Building 


Waltower Bldg. 
Suite 108 


TRIPLE CHECKE 





Washington 6, D.C. 
New York 17, N.Y. 
Kansas City 6, Mo. 


Every Armstrong Glass Insulator is 


visually inspected for flaws and hand 
gauged for accuracy of thread contour. 


In addition, frequent checks are made 


for resistance to thermal shock. 


For other details of how these rugged 
insulators are produced, write Armstrong 


Cork Co., 295 Fifth Ave., 


16, New York. 


New York 


AND FINANCING OF IN- 
DEPENDENT TELEPHONE 
COMPANIES 


NA 8-3233 
MU 7-4242 


BA — 6730 





(Armstrong GLASS INSULATORS 


for communications . . . for power 
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members of the newly established 
Methods and Practices Committee un- 
der the chairmanship of Mervin H. 
Alexander, general plant manager. 
Kern Mutual Telephone Co. Mem- 
bers of this committee are: W. Gil- 


| man Snyder, president, Western Tele- 


Owen G. Jarboe. general 


phone Co.; 


| traffic manager, General Telephone 
Co. of Calif; Keith Vine, division 
auditor, California Water & Tele- 


| staff engineer, 





and John H. Barrows, 


California Interstate 


phone Co.; 


Co. 
The objectives and purposes of this 


committee are: to inform Indepen- 


| dents of new plant and equipment 


practices in the telephone industry 


_ and to set up training schools from 





time to time to demonstrate these new 

practices. 
Other 

cluded U. 


usage, leasing of telephone 


subjects of discussion in- 
S. Forestry right of way 
equip- 


| ment, fire alarm and police reporting 
systems, telephone credit card usage, 


“dial your number” types of auto- 
ticketing and outdoor  pay- 


By Allan Stacey. 


matic 
station booths. 


D. H. Lloyd Heads 
Kentucky Association 


| @ Lexincton, Ky. ... . A Lexington 
' man has been named to head _ the 


| annual convention, 
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Kentucky Independent Telephone As- 
sociation during the ensuing year. 

Elected president at the group's 
March 1. in the 
Phoenix Hotel was D. H. Lloyd, se: 
retary and treasurer of the General 
Telephone Co., of Kentucky. 

D. B. Corman, Louisville: 
S. Long, Jr.. Lexington, and een 
J. Wright, Elizabethtown, were elect- 
ed vice presidents. John A. Reitze. 
Elizabethtown, was named secretary 
and treasurer. 

Other persons named to the board 
of directors were Hubert Bush. Som- 
erset: G. B. Foscue, Jr.. Florence: 
W. R. Bacon, Glasgow; M. V. Shep- 
herd, Ashland, and H. J. Huether. 
Jr.. Lexington. 

More than 200 persons registered 
for the one-day convention. Several 
manufacturers displayed the latest in 
telephonic equipment. 

Visitors to the convention were 
welcomed by Mayor Fugazzi. Pro- 
gram speakers included Leon F. Rob- 
erts. director of information U. 5S. 


Samuel 


Independent Telephone Association. 


Washington D. C.; R. F. Hardy, New 
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For ALL your Wire 
and Cable Needs 


SIX PAIR RURAL DISTRIBUTION WIRE 







The completely color-coded wire which has 
gained widespread acceptance as the most 
economical way to extend rural service. Con- 
struction is similar to that of 16 Pair Distribution 
Wire described at right. Easy to install—excel- 
lent electrical characteristics. Can also be used 
as multiple drop wire to small apartments and 
office buildings. 


TELECABLE® EXCHANGE AREA CABLE DISTRIBUT ION 
WIRE 


THE MOST ECONOMICAL TEMPORARY METHOD OF EXTENDING 
SERVICE TO GROWING RESIDENTIAL AREAS 












Exchange Area. Cable for aerial and duct use 
with polyethylene insulation and polyethylene 







sheath ... the thermoplastic sheath that provides @ EXCELLENT ELECTRICAL CHARACTERISTICS 
lasting protection. This cable has excellent trans- e@ EASY TO INSTALL 

mission characteristics and can be depended 

upon to give long trouble-free service. Sizes up Low-loss transmission—Low capacitance —High dielectric strength— 
to and including 202 Pair available. Weather resistant. 





Each individual conductor has No. 19 AWG soft copper conductors, 
TELECABLE INSIDE WIRING CABLE polyethylene insulation and polyvinyl chloride jacket, completely 
color-coded. 





Paired conductors twisted around polyethylene covered, high 
strength steel core. 






DESIGNED FOR ECONOMICAL INSTALLATION 
Light weight—Long lengths—Self supporting. 


Telecable Inside Wiring Cable has semi-rigid 
Plastite® insulation and brown or ivory Plastite 
jacket. It is light in weight and water resistant. 







Unaffected by humidity, Telecable inside wiring No crossarms needed 
cable is ideal for duct work. Its long life assures ‘ 
low maintenance costs. 6 to 76 pair available. Wire can be attached to the pole, making a neat, inconspicuous 





installation and requiring a minimum of trimming in wooded areas. 
On poles with crossarms already filled, capacity can be increased 
A full line of carefully engineered and manvufac- by 16 pairs by attaching this wire to the pole below the crossarms. 
tured wires and cables is available for your needs. 







When necessary ... this wire can be taken down and reused. 





Reduce outside plant installation cost by using Whitney Blake 
Sixteen Pair Distribution Wire. Order some today from distrib- 
utors of Whitney Blake products. 














Well Built Wires Since 1899 








© 1955 


WHITNEY BLAKE COMPANY 


NEW HAVEN 14, CONNECTICUT 


ony 
Vv 
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construction 
and 
maintenance 


DIGEST 














Published every month to help you get the 


most out of your materials and supplies dollar 
¥ 





tenance costs for years to come. Protect your investment with the 
double guarantee offered by Stromberg-Carlson. First, leading 
manufacturers build this equipment, and guarantee it. Second, 
because we recommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 





Noise can be money! 
Take a business subscriber who 
has a telephone in some extremely 


noisy location—and who has finally 


decided to do something about it. 
Would you rather have him spend 
money in building a soundproofed 
booth—or give you the money as 
monthly income on a telephone 
which completely licks the noise 
problem? 

The Gat-PHonEis such an instru- 
ment. It has a special transmitter 
that actually creates a “Zone of 
Quiet” around the handset—even in 
a spot as noisy as a boiler factory! 


e Profitable noise 





e Quick work on cable 


e Anti-aging cable 


e Die-hard battery 





by C. J. Reynolds, Stromberg-Carlson 


The few dollars you spend on reliable equipment 
\ I i 


today will be repaid a hundredfold in lower main- 


! 


[t costs the subscriber less than a 


booth—and you get the revenue! 
Ask us for complete details. 


New Time Saver Terminal 


When stringing plastic cable, the 
loop-through PLX Cable Terminal 
is the one to use. 



















The Cook PLX Cable Terminal for plastic cable. 


It’s the easiest to install, most 
economical terminal made. No stub- 
bing—the cable is looped in and 
out. No splicing—the cable is con- 
tinuous right through the terminal. 
No potting—just put a Neoprene 
grommet in place and secure. These 













features mean time saved, and tim« 
saved is dollars in your pocket. 

Made with a heavy galvanized 
steel frame and cable chamber by 
Cook Electric Company, it utilize; 
the famous XB Bakelite faceplate 

Available in 6, 11, 16 and 26 pai 
sizes for cable from 11 to 51 pair 
19 gauge or smaller. When order 
ing, specify cable to be used with 
terminal so correct size grommet 
will be included. 


Cable has polyethylene 
sheath for extra-long life 


In outside cable installations, you 
can side-step the ravages of weath- 
er, sunlight and temperature, sav- 
ing yourself many dollars and hours 
in maintenance. 

To do this, use the protection of 
the polyethylene sheath on Tele- 
cable®. Telecable exchange area 
cable for aerial and duct use has 
polyethylene insulation and poly- 
ethylene sheath. No other thermo- 
plastic material has given as good 
assurance of aerial cable sheath life 
expectancy as has polyethylene. 

Specially treated to resist sun- 
light, the Telecable sheath has max- 
imum chemical resistance, is not 
subject to environmental cracking. 

Extremely light in weight, tough, 
yet flexible, it resists the stresses 
encountered during installation. 
You can expect top performance of 
Telecable for upwards of 20 or 25 
years. 









Telecable exchange area cable has outstanding 
weather resistance and transmission qualities. 


Available in No. 24, No. 22 and 
No. 19 A.W.G. in sizes up to and 
including 202 pairs. For further in- 
formation, consult your Stromberg- 
Carlson representative. 























ne 
P.orect yourself 
~ from battery failures 
by yu can use Exide Manchex Bat- 
eS teries for central office and private 
te branch exchange equipment, and 
211 be sure youll get a supply of power 
ir when you need it. These batteries 
oy have been proven daily in ex- 
ith ' changes of every size, and for 67 
et y years Exide Batteries have been 
' serving the telephone industry. 
The manchester positive plate 
with its exclusive button-type con- 
struction provides exceptionally 
ou 
h- 
v- 
Irs 
of 
le- 
ea 
las 
ly- 
10- 
od 
ife 
Old age, even high discharge rates, 
have little effect on this battery. 
long life. Latest developments on 
af molded glass jars permit compact 
an space-saving installation. 
id Heavy terminal posts with cop- 
a per inserts provide extra conduc- 
on tivity for sustained voltage at high 
of discharge rates. Microporous rub- 
95 ber along with slotted plastic sepa- 
rators, are impervious to chemical 
and electrical reactions. Plastic 


spacers assure plate alignment. 








a Distributed by 
nd Stromberg-Carlson® 
nd Factory, General Offices: 







in- ROCHESTER 3, NEW YORK 
‘g- Sales Offices: Atlanta 3, Chicago 6, 





Kansas City 8, Rochester 3, 
San Francisco 3. Mfg. Branch, Dallas 














York City; L. E. Franklin, Louisville, 
and A. F. Boyd, Lexington, Ky. 

Hardy is assistant cashier of the 
Chase National Bank Franklin is 
with the Southern Bell Telephone and 
Telegraph Co. Boyd is with the Gen- 
eral Telephone Co. 

The committee in charge of ar- 
rangements for the meeting was com- 
posed of Long, Lloyd, and R. A. 
Rogosch. 


Vernon Bellows Heads 
Nebraska Association 
m@ Lincoin, Nes. . . . When the Ne- 
braska Telephone Association’s an- 
nual convention opened in Lincoln 
last March 23 all highways in the 
state were covered with ice and parts 
of the state were digging out from 
under an 8-inch snow. In spite of 
the weather which could have deliv- 
ered a knock out punch to convention 
attendance many delegates drove the 
hazardous highways to swell conven- 
tion registration to almost 400 people. 
The Association adopted a new 
convention format this year. Heavy 
emphasis was placed on the first day 
of the meeting with reports of officers 
and committees scheduled for the sec- 
ond morning. This arrangement was 
praised by many small company dele- 


gates. 

Association President J. W. Hud- 
son, Aurora, opened the meeting and 
following the invocation an address 
of welcome was delivered by Merle 
M. Hales, vice-president, the Lincoln 


(Neb.) Telephone & Telephone Co. 





, i 





Speakers at the first convention 
session were: — John C. Ahlstrand, 
general commercial manager, North- 
western Bell Telephone Co., Omaha, 
who discussed “Merchandising & Sell- 
ing In Today’s Telephone Market”; 
personal property and francise tax 
structures in Nebraska were discussed 
by Robert M. Armstrong, executive 
director, Nebraska Citizens Council, 
Lincoln; Honorable Victor E. An- 
derson, Governor, State of Nebraska 
welcomed convention delegates and 
praised the constructive strides being 
made by the telephone industry. 

Dr. A. Leland Forrest, chancellor, 
Nebraska Wesleyan University, Lin- 
coln, delivered a challenging address 
in which he expressed his view that 
the business community must join 
with educators in developing not only 
good employes but also good citizens. 
He expressed the belief that’ the 
American system of free enterprise 
is worth preserving and that business, 
which has a vital stake in our system, 
can do much to assist the schools in 
training young people to take a posi- 
tive roll in our way of life. People 
need more than good. jobs in order 
to be good citizens. Our school sys- 
tem, according to Dr. Forrest, is at- 
tempting to train not only good work- 
ers but also good citizens, good par- 
ents, and good neighbors. “Our way 
of life depends upon this,” said Dr. 
Forrest, “and the business world must 
help.” 

E. C. Weitzell, chief, Telephone 
Operations and Loan Division, REA, 






KENTUCKY ASSOC. DIRECTORS, (standing I. to r.); — G. B. FOSCUE, JR., Florence; W. R. 
BACON, Glasgow; M. V. SHEPHERD, Ashland; HUBERT BUSH, Somerset: ‘1. J. HUETHER, JR., 


Lexington. 


Seated (I. to r.): — D. B. CORMAN, Louisville, vice pres.; D *'. LLOYD, Lexington, 


pres.; H. J. WRIGHT, Elizabethtown, vice pres.; S. S. LONG, JR., Lexington, vice pres.; and 
J. A. REITZE, sec.-treas., Elizabethtown, 
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PROF. ENGR. — TELEPHONE CONSULTANT 
Engineering, Accountants, Valuation, Traffic, 


Depreciation Studies, Rates and General 
Management Services 


306 So. Capital 
P. O. Box 216 


Lansing, Mich. 
Telephone 5-1034 





J. W. HANNON ASSOCIATES 
Consultants 
Management Specialists 


Limited Clientele 


INDIANAPOLIS P. O. BOX 1445 


BELL SYSTEM 1955 


1905 








SLOAN, COOK & LOWE 


CONSULTING ENGINEERS 
Suite 1344 120 South LaSalle Street 
CHICAGO 


Appraisals—Original Cost Studies 
Depreciation, Financial, and Other 
Investigations 


TOLL TICKETS 


1-L OUT 40c per M 
Minimum Quantity 20 M 
TELEPHONE PRINTING OF ALL KINDS 


CULLOM & GHERTNER CO. 
600 21st Avenue N. Nashville, Tenn. 


Mathematics made _ plain 


— and easy-to-learn 


Written in a light style, this 
is just the book for those 
who never got beyond arith- 
metic and now wish an in- 
troduction to more advanced 
mathematics in convenient 

alf-study form; and _ for 
those whose acquaintance 
with algebra or trigonom- 
etry is slight and who wish 
to review and then proceed 
to calculus and number 
theory. 


LIVING 
MATHEMATICS 


By Ralph S. Underwood 
and Fred W. Sparks 


Professors of Mathematics 
Texas Technological College 


2nd Edition, 336 pages, 6 x 9, $5.50 


This popular book provides not only a thor- 
ough course in algebra, but also a survey of 
the mathematical highlights of trigonometry, 
analytic geometry and more advanced alge- 
bra and calculus — all written in a practical, 
interesting, and oftentimes humorous man- 
ner. Included are discussions of variables 
and extended analytic geometry. 


Telephone Engineer Publishing Corp. 
7720 Sheridan Road, 
CHICAGO 26, ILLINOIS 
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Professional Services 





HARRIS-McBURNEY CO. 
PUBLIC UTILITY CONSTRUCTION 


A complete construction service for the 
telephone industry 















Construction Crews 
Station Installers Appraisals & Reports 
Cable Splicers C. O. Installation 
Underground Duct Systems 
Telephone 4-6126 


P. O. Box 267 Jackson, Michigan 


Engineering 

















INSPECTION SERVICE 


Of poles, crossarms, and preservative 
treatments. Analysis of wood preserva- 
tives. Consulting and specification writing. 
Inspectors stationed throughout the U.S.A. 
A. W. WILLIAMS INSPECTION CO. 
MOBILE ALABAMA 
OVER 30 YEARS EXPERIENCE 


JAY G. MITCHELL 


CONSULTING ENGINEERS 
APPRAISALS—COSTS—PLANT 


CHICAGO 
ILLINOIS 




























7720 SHERIDAN ROAD 
FOR MAIL BOX 523 





EVANSTON, 





THE AMERICAN APPRAISAL 
COMPANY 


VALUATIONS 


INVESTIGATIONS e@ 
REPORTS 


CHICAGO @ MILWAUKEE @ NEW YORK 
WASHINGTON @ And Other Principal Cities 











CARL C. CRANE, INC. 
Consulting Engineers 
2702 Monroe Street, Madson 5, Wis. 


Experienced in REA Procedures 
Preallotment Surveys—Specifications 
Design and Construction Supervision 









LONSTRULTION £0. 


CMGIMNEERING © CONSTRUCTION © MAIMTEMANCE 


TOPEKA, KANSAS PHONE 4-2621 









Construction Crews Station Installers 
Central Office Installations 
Cable Splicers Complete Engineering 


HENKELS & McCOY 


6100 N. 20th St., Philadelphia 38, Pa. 
Now Operating in 22 States 













EDWIN T. MAHOOD 


Consulting Telephone Engineer 
627 W. 67th St. Kansas City 5, Mo. 
Jackson 4452 
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Installation Specialists 


CENTRAL OFFICES 
Installed-Modified-Removed 


COMMUNI-CATERING 


All Makes 
P. O. Box 6712 
CHICAGO 7, ILLINOIS 















CYRUS G. HILL, INC. 
ENGINEERS 


Plant—Traffic—Commercial 







Valuations and Original Cost 
134 S. LaSalle St., Chicago 3 











TELEPHONE PRINTING 


By People Who Know 
~ Telephone Business. 
S2e the Suttle Catalog 


SUTTLE EQUIPMENT CO. 


LAWRENCEVILLE ILLINOIS 








UTILITY 


DAVIS 22% ros 
Construction (o. 


+ Sullivan, 


















45 North Clark Street Missouri 












What You Want 
When You Want It 


Immediate Shipment from 
Nearest Warehouse Points 


CTELEPHONE’ POWER suneiy mc 
| TOPEKA, KANSAS __ PHONE 4-8788 | 


TOPEKA, KANSAS PHONE 4-8788 











PROFESSIONAL 
CARDS 
IN THESE COLUMNS 
PAY DIVIDENDS 







Rates are Reasonable — Write for details 






















discussed “Requirements and Proced- B 
ures for REA Telephone Loans.” 
Industrial development for Nebras- a YOU WHISTLE 
a ; - 
ka was the topic discussed by A. V. a 
Sorenson, chairman of the board, 


Midwest Equipment Co., Omaha. Mr. ks WHILE THEY WORK 
Sorenson informed delegates that in- | a 
= mM 


dustry is seeking locations for expan- 
sion and relocation and stated that 
Nebraska has the resources, the econ- 
omy, and the people to attract in- 
dustry and urged telephone people to 
take active roles in their communities | 
to encourage such development. 
He pointed out that more industry 
means more people, more payrolls, 
and more telephones and that small | 
towns oftentimes have as much or | 
more to offer than a city. 
Mr. Sorenson referred to successful | 
efforts in Omaha which have resulted | 
in several new plants and also prais- 
ed the development taking place at 
Columbus, Nebraska, as a result of 
community minded citizens working | RecriCuarceRs 
together. “Nebraska must provide 
more opportunity for our young peo- (BATTERY CHARGERS) 


le.” said Sorenson, “or we shall con- B ‘ 
| You can be completely carefree about battery charging 


A motion picture entitled “Its Ev- with Raytheon RectiChargeRs on the job. They go on 
erybody’s Business” was shown year after year following the load automatically — main- 
through the courtesy of the U. 5S. taining constant voltage output over the entire load 
Chamber of Commerce. range — keeping batteries fully charged — prolonging 


tinue to lose them to other states.” 


[wo innovations marked the coh- battery life by preventing over or undercharging — and 


vention and both proved to be highly : ’ ‘ - F 
: P ‘a a * : : aa require routine inspection only once or twice a year. 
successful. A Hospitality Hour 


was provided with the good wishes of | Striking proof of dependability is shown in the results 
manufacturers, suppliers of telephone | of tests made on a RectiChargeR after 15 years of con- 
equipment and services. 38 of 43 | tinuous service. Engineers found it as good as ever — not 
members of the Nebraska Unicameral | the slightest impairment of electrical qualities — no 


were honored guests at the conven- | : ; : 
© mechanical deterioration whatever. 
tion banquet. (More senators attend- 


ed the banquet than have attended In fact there’s no reason it couldn’t go on for 
any similar function since they've | many more years giving the same 
been in session. ) | trouble-free service. 
In his annual report, Association | Dependability counts heavily in 
President J. W. Hudson reviewed as- | 
the Telephone Industry — one 
praised the numerous schools of in- | reason why Raytheon Recti- 
struction in which the Nebraska As- | ChargeRs are so widely used. 


sociation has pioneered and called for 


sociation activities during 1954. He | 


more training on more subjects. He | 
called attention to the Model Tariff 


prepared by the Association and a AYT Me € Fe | Et 


adopted by 100 companies and urged MANUFACTURING COMPANY 
others to take advantage of this docu- EQUIPMENT MARKETING DIVISION Specify Raytheon 


ment. Pending minimum wage legis- RectiChargeRs and 
: os DEPT. 6120-TE, WALTHAM 54, MASSACHUSETTS ele Soe comm. 


lation was discussed by Preside 
— so by Pr we nt DISTRICT OFFICES: BOSTON, NEW YORK. CLEVELAND, CHI- A 
udson and delegates were urged to CAGO, NEW ORLEANS, LOS ANGELES (WILMINGTON), ni 
: } © 7 ee t FRANCISCO, SEATTLE, INTERNATIONAL OPERATIONS: 589 Telephone. service 
make their views known to Nebraska FIFTH AVENUE, NEW YORK CITY Your supplier offers 
Cc ; a complete line for 
ongressmen. RAYTHEON PRODUCTS INCLUDE: RectiChargeR* battery all requirements. Ask 
chargers: RectiFilteR* battery eliminators; Voltage stabilizers him for details or 


(regulators); Transformers; Tubes and other electronic equipment. write direct. 
* Reg. U. S. Pat. Off. 





Secretary- Treasurer James L. Mor- 
rison, Lincoln, advised upon the As- 
sociation’s solvent financial condition 
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Scenes like this were commonplace after a tornado roared through the centra! 
Georgia area served by Public Service Telephone, on the night of March 13, 
1954. Over 5 miles of its toll circuit was down between Butler and Macon. 
Many miles of open-wire line was also out of action and in some places entire 
half-mile sections of pole line had completely disappeared. Yet close coopera- 
tion between emergency line crews, Graybar, and its suppliers helped restor: 
service inside of 4 days. 


we know we Can 
rely on Graybar! 


says: H. C. BOND, President 


Public Service Telephone Co., Reynolds, Georgia 


“It was a pretty grim picture — our lines were 
down all over the place. And to make matters worse, 
they were mixed up with the power lines on joint- 
use poles. 

“The first thing we did was call Graybar in 
Atlanta for help. Even though it was Sunday, we 
had a shipment of repair sleeves, block and tackle, 
and tools here by 2 P.M. — enough to outfit the 25 
volunteer linemen who showed up to help us restore 
temporary service. Henry Mote was also on hand 
and effectively expedited an emergency shipment 
of wire which arrived the following day. 

“Though the complete repair job took over two 


GRAYBAR ELECTRIC CO., INC. 
Executive Offices: 
Graybar Building, New York 17, N.Y. 


weeks, we had temporary service going on all lines 
by Thursday morning thanks to the wonderful way 
everyone pitched in to help. 

“Fortunately tornados don’t happen by every 
day, but in emergencies or for our everyday needs, 
Graybar is just as close to me as my telephone. I’ve 
grown up with them, because for as far back as | 
can remember my father was a Graybar customer. 
It just seemed natural for me to continue dealing 
with an organization that could always be counted 
on for service, helpfulness, and nationally-recog- 
nized product lines. Graybar’s assistance is always 
freely given and means a lot to us.” 525-22 


Call Graybar tist ror . 
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“H.C.” Bond and Graybar Representative, Henry A. Mote go over 
plans to cut over all five PST exchanges from magneto to dial 
operation this October. Mr. Bond’s father, who founded the Public 
Service Telephone Company in 1911, was one of Mote’s first cus- 
tomers on beginning his career with Graybar 28 years ago. Public 
Service Telephone serves all or part of 7 counties in central Georgia. 
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Public Service Telephone has standardized on tools . . . via Graybar, too. 
From rope to ladders ... hand tools to safety equipment, PST linemen are 
provided with modern, efficient equipment manufactured by Graybar sup- 
pliers who are recognized as “‘tops” by linemen across the nation. 


You too can benefit from Graybar’s services! Pole line supplies for 
maintenance and new construction . .. exchange and office equipment 
...linemen’s tools and safety equipment — all are conveniently avail- 
able from Graybar warehouses located near you. Call us for any 
telephone need. Like you, we are proud of our independent status. 
Graybar is owned solely by its operating and retired employees. 


IN OVER 120 PRINCIPAL CITIES 





and discussed measures pending be- 
fore the state legislature. 

The Assistance Committee report 
was delivered by Vernon A. Allan, 
Scottsbluff. The Public Relations 
Committee report was delivered by 
A. B. Gorman. 

The final convention speaker was 
Hon. Paul E. Pettygrove, commis- 
sioner, Nebraska State Railway Com- 
mission . 

Convention delegates authorized 
the Association to proceed with plans 
to incorporate. It was explained that 
incorporation is desired to protect in- 
dividual companies from liability. 

Resolutions approved included urg- 
ing Congress to provide funds to re- 
imburse utilities for expenses involv- 
ed in moving lines and facilities to 
aid federal highway projects, and op- 
position to measure pending before 
state legislature which would tax 
gross revenues of telephone compan- 
ies to support the Nebraska State 
Railway Commission. 

The Annual Pioneer banquet joint- 
ly sponsored by Frank H. Woods 
Chapter, Independent Telephone Pio- 
neers of America, and Casper FE. Yost 
Chapter, Telephone Pioneers — of 


23. 


America. was held on March 

New Nebraska Association direc- 
tors elected were: John C. Abl. 
strand, Omaha: Earle C. Blomeyer. 
Columbus: W. K. Flaming, Elsie; 
and C. E. Thompson, Dunning. 

The Board of directors elected fol- 
lowing officers: Vernon Bellows. 
Blair, president: Pat J. Carey, Peters- 
burg, vice-president; and James L. 
Morrison, Lincoln, Sec.-Treas. 


Ralph Mateer Heads 


Ohio Telephone Association 

@ Co_umBus, OuI0 . . . Several mod- 
ern records were broken as the entire 
organized Ohio independent Tele- 
phone Industry joined in celebrating 
its 60th birthday at Columbus, March 
28-30. 

This year’s convention registration 
topped 1954 by more than 80. A 
dozen more associates joined the 
sroup of exhibitors, filling both the 
Deshler main lobby and the ballroom 
exhibit area. 

A festive atmosphere was evident 
throughout the convention. As dele- 
gates registered, each donned a dia- 
mond ring or stickpin. “Going Like 
60° was the theme, and most conven- 
tioners carried it out to perfection. 


The program presented a_ star- 


YOUR MAY, 1955 TELEPHONE ENGINEER & MANAGEMENT 81 












































Ecledadsciubabcheeh batch cabal, 
SEEECAESLISSEISStigs# 


Suttle Brings 
You Many 
Plus Values 












~ Keystone Wires 
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The Telephone Wire 
That Stays Up 


A Few Years Longer 


Keystone steel telephone wire is just the 
same as any other good quality wire of its 
kind, except that it is galvanized in a little 
different manner. This different method pro- 
vides an exceptionally pure coating of zinc, 
and it allows the coating to be a little 
thicker because it is drawn out of the zinc 
bath vertically. 


These plus qualities make the coating last 
a few years longer to give you a lower cost 
in the long run. It is just one of the many 
plus values you get from Suttle. 


Regular BB 
High Strength 85 
Extra High Strength 135 





Serving 
Independent Telephone Men 
Since 1910 





See Your 
SUTTLE 
Cotelog 










ILLINOIS 





LAW RENCEVILLE 





82 YOUR MAY, 






1955 





studded group of speakers covering 
business and political developments 
inside and outside the industry. A 
number of inspirational speakers gave 
conventioners new strength to meet 
the challenge of the times. 

More than 550 delegates and guests 
attended the annual banquet. The 
ladies’ fashion-show-brunch was well 
attended, and many wives enjoyed the 
convention luncheon programs. A 
complete set of “Diamond Date” pho- 
tos occupies our center spread this 
issue. 

Ralph F. Mateer, vice president and 
general manager of the Warren Tele- 
phone Co., was elected 1955-56 presi- 
dent of the Ohio association at the 
annual organizational meeting of the 
Board of Directors during the con- 
vention. The position is nothing new 
to Mr. Mateer, who headed OITA in 
1944 and 1945. He suceeds Richard 
R. Waltz, Delta, who retired after 
two eventful years in office. 

Weldon W. Case, vice president of 
the Western Reserve Telephone Co., 
Hudson, was elected Ist vice presi- 
dent of the association. The new 2nd 
vice president is James I. Hunt, presi- 
dent of the Home Telephone Co. of 
Middlefield. Daniel W. DeHayes, 
Columbus, was re-elected secretary- 
treasurer. 

All six directors whose terms were 
expiring were re-elected at the mem- 
bership balloting prior to the above 
elections. They include: H. E. Hage- 
man, Lorain; Gustav Hirsch, Colum- 
bus; Mr. Hunt; Col. David McKell, 
Chillicothe; J. D. Park, Kenton, and 
Clare E. Williams, Marion. 

The new OITA Executive Commit- 
tee is composed of the following 
members: R. N. Cole, Portsmouth; 
Col. William C. Henry, Bellevue; 
George B. Quatman, Sr., Lima; Gus- 
tav. Hirsch, Williams and 
Messrs. Mateer and Case, ex officio. 


Clare 


A. T. & T. Chief Spikes 
Rumor Of Stock Split 

CEO F. Craic, president of Ameri- 
can Telephone & Telegraph Co., spik- 
ed two of Wall Street’s favorite rum- 
ors last month. Several stockholders 
attending the annual meeting suggest- 
ed that AT&T boost its $9 annual div- 
idend and split the stock. 

Craig told the record turnout of 
1,600 shareholders: “We are paying 
out about 77 per cent of our income 
in dividends and in these good times 
that seems like a fair payout.” He 
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‘ NEW IRWIN 2-WAY 
‘“‘Hex’’ Shank Wood Bit 












sectional 
view of 
2-Way 
**Hex”’ 
Shank 


fits both bit braces 
and electric drills 





Use with hand brace as it comes. 
Order without taper square shank, 
or use hacksaw to convert to 2- 
Way ‘“He»’ Shank for use in both 
hand braces and electric drills. It 
chucks perfectly—no wobble. Fast 
boring action speeds work. 2-way 
usage cuts inventory costs. Longer 
life cuts replacement costs. 
Hardened full length. Sizes 
4/16 to 17/16”. Call your 
mill supply distributor or 
hardware wholesaler for 
complete details. 


IRWIN 


Wilmington, Ohio 





HEX SHANK 
WOOD BITS 















Wherever you are 
the j0b is easily done with 







SPEEDS Ur 
WORK . . . CUTS COSTS! 


Construction or maintenance is 
made simpler, faster and cheaper 
with a New Katolight Portable 





Power Plant. Operates saws, SP 
drills, hammers, soldering irons f WAIN TREE saws 
and other portable electrical e@ 


9 


tools and equipment. = 

Gasoline models from 350 Watt 
to 50 K.W. DC models 500 Watt 
through 15 K.W. in standard 
voltages for continuous or stand- 
by service. Also Multi-Frequency 
Ringing Power equipment. 


WRITE 
FOR 
DETAILS 





POWER TOOLS 


atolight corporation 


“Box 891 - 18 Mankato, Minnesota 




















indicated strongly that the company 
would continue to pile up any in- 
crease in earnings in a surplus fund 
which now amounts to $18.20 a 
share. 

Referring to the proposed stock 
split, Craig said, “we cannot see that 
it would benefit stockholders, and 
besides, the initial cost would run 
between $5 million to $15 million 
there is nothing in a stock split that 
will create additional owners in the 


business.” 


Douglas Elected V. P. 
of Automatic Electric 

AT A RECENT directors meeting, 
John J. Douglas, formerly comptrol- 
ler, was elected vice president and 
comptroller of Automatic Electric 
Co., Chicago, Il. 

After graduation from the Univer- 
sity of Wisconsin in 1939, Mr. Doug- 
las served for one and one half years 
with the Wiscon- 
sin Public Service 
Corporation, and 
then joined Asso- 
ciated Telephone 
Services, Ltd., one 
of the Gary Group 
of companies, as @ " 
an accountant. In J. J. DOUGLAS 
1946, he was appointed general audi- 
tor of Automatic Electric Co. He 
was named Comptroller in 1918. Mr. 
Douglas is a Certified Public Ac- 
countant, and a member of the Amer- 
ican Institute of Accountants. 


North Electric Announces 
Change In Company Name 

AFTER NEARLY 40 years of operat- 
ing under the name of The North 
Electric Manufacturing Co., the Gal- 
ion, Ohio, manufacturer of automatic 
switchboards, telephones, carrier and 
other telephone equipment has chang- 
ed the name to “North Electric Co.” 

According to H. D. Burns, secre- 
tary of the company, the change was 
made primarily to simplify corres- 
pondence in keeping with the accel- 
erating tempo of business practices. 
North’s friends throughout the indus- 
try will appreciate that the step also 
gives recognition to the general ten- 
dency of those who deal with the 
company to use the abbreviated form 
“North Electric.” 

The new name marks an interesting 
cycle in the company’s history. When 
“The North Electric Manufacturing 
Co.” was adopted back in 1917, it 





was a change from the long estab- 
lished title . . . “The North Electric 
Company.” 

No other change in company op- 
eration or management is involved in 
the latest action, Mr. Burns said. 


Lenkurt Announces 
Sales Assignments 

THREE NEW ASSIGNMENTS in the 
Sales Division of the Lenkurt Elec- 


tric Co., San Carlos, Calif., have | 
been announced by E. G. Hall, gen- | 
eral sales manager of the carrier and 


microwave manufacturing firm. 
Edwin J. Rudisuhle was named to 
head sales to Independent telephone 
companies and industrial users; Wes- 
ton C. Fisher was placed in charge 


of Bell company sales, and Robert | 
E. Graham was appointed manager | 
of engineering service to customers. | 


The three men are veterans in the 


communications field. They have a | 


combined total of nearly 60 years 
experience in communications. 
Rudisuhle joined Lenkurt in 1952 
after six years with the Civil Aero- 
nautics Administration. He was in 


charge of CAA radio engineering in | 


the Pacific area 
and supervised the 
engineering and 
installation of a 
number of multi- 
channel iadio 
links. Rudisuhle’s 
experience in com- . & eeeeeee 
munications also 
includes three years with the Federal 
Communications Commission as a 
field and laboratory engineer and 
two years with the U. S. Coast Guard 
as a radio officer. He is a graduate 
of the University of Minnesota. 
Fisher was vice president of Nor- 
westo Communications in Kenora, 
Ontario, when he joined Lenkurt in 


1951. Previously he was a district | 


sales engineer for 
the RCA _ Victor 
Co., Ltd. in Can- 
ada. He was with 
RCA first in Mont- 
real and ‘later in 
Winnipeg. During 
World War Il 
Fisher was a wing 
commander in the Signals: Branch of | 
the Royal Canadian Air Force. He 
holds both the B.S. and M.S. degrees 
from the University of Saskatchewan, 
and he also did graduate study at 
Purdue University. 

Graham was with the Long Lines | 


W. C. FISHER 
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Automatic Volume Control 
Constant Output 


AMPLIFIER 





Specifically designed for constant level 
amplification of telephone circuits. Prevents 
overloading of telephone lines and avoids 
loss of low-level signals. Maintains constant 
output with input change of 20 db. Provided 
with a double scale meter and transfer 
switch to indicate degree of compression 
or output level. Exceedingly rapid auto- 
matic gain reduction time prevents syllable 
clipping. Slow automatic gain increase avoids 
automatic control at syllabic frequencies. 


Specifications 
® Overall Gain............. 35 db. 
® Rated Power Output 6 milliwatts 
© Constancy of Output + 1 db. 
© Input Impedance.......600 ohm c. t. 


(ungrounded) 
® Output Impedance ....600 ohm .t. 
® Line Voltage.............. 110/125 volts 
50/60 cycles 
® Dimensions..................... 19” x 7” x 8%” 


For complete technical specifications and direct 
factory prices write to Dept. TE: 















AMPLIFIER CORP. of AMERICA 


398 Broadway, N. Y. 13, N. Y. 





KEEP 
CUSTOMERS 


Porcelain Products in- 
sulated screw eyes are 


made to speed installa- ” 
tion . . . provide your 

customers with continu- PROVIDE 
ous telephone service. CONTINUOUS 
They're put up... to SERVICE 
stay up. Hotdip galvan- WITH 

ized hooks and screws, 

plus high grade, glazed PORCELAIN 
dry-process electrical PRODUCTS 
porcelain are quality TELEPHONE 
features offered in both 

split-ring or solid-ring INSULATORS 
insulated screw eyes. ® 


Write for complete in- 
formation today! 







PORCELAIN PRODUCTS, INC. 
Findlay, Ohio 





construction 
and 
maintenance 


DIGEST 


Published every month to help you get the 
most out of your materials and supplies dollar 


e Keep batteries young 

e Cross-arms on the run 

e Pennies for power 
Swing and save 


Love this petticoat 


by C. J. Reynolds, Stromberg-Carlson 


man 


The few dollars you spend on reliable equipment 


today will be repaid a hundredfold in lower main- 


tenance costs for years to come. Protect your investment with the 


double guarantee offered by Stromberg-Carlson. First, leading 


manufacturers build this equipment, and guarantee it. Second, 


because we récommend and sell this equipment to the telephone 


industry, we also guarantee its performance! 


How to stretch out the 
useful life of your batteries 

Keep your batteries charged at 
just the right level, and they'll give 
you added years of service. 

You can maintain the right charge 
automatically, with the new Ray- 
,theon “high-rate” RectiChargeRs*. 

This constant 
potential battery 
charger, like all 
Raytheon Recti- 

ChargeRs, oper- 
ate 100% automa- 
tically. It has spe- 
cial dry disc recti- 
fiers plus an ex- 
clusive Raytheon 
Magnetic Amplifi- 
er Control Circuit 
which maintains precise DC voltage 
output at any load in the presence 
of wide changes in AC input voltage 

. increases battery life by elimi- 
nating over- and under-charging. 

It handles inexpensively all nor- 
mal power requirements and allows 
the battery to “stand by” fully 
charged to meet all emergency de- 
mands. You get noiseless current at 
constant voltage by simple connec- 
tions to a power outlet and your 
battery. It is ideally suited for use 


with systems requiring power for 
22/24 cells of battery. 

Built by Raytheon, supplied to 
you by your Stromberg-Carlson 
representative. 

*Reg. U.S. Pat. Of. 


Need that cross-arm “yesterday”? 


Nobody—but nobody—can give 
it to you that fast, but we'll make 
book that Stromberg-Carlson and 
American Cross-Arm, Inc. can have 
your order of new cross-arms in 
your backyard almost as fast as you 
can say “preservative treated for 
longer life, greater resistance to 
stress, decay and warpage.” 

Why? Because stocks are strate- 
gically located. We can ship your 
needs for standard and special arms 
in jig time. Try us. 


Battery has lowest yearly cost 


There’s an easy way to sav 
money on switchgear, signal an 
alarm systems or emergency ligh 
and power applications. 


Gould Planté rolls up excellent service 
records—cuts maintenance to a minimum. 


Amazing service records hav 
proved that Gould Planté batteries 
have the lowest yearly cost of an) 
battery you can use. Pure lead posi 
tive plates help make this possible. 

For top operating economy, ask 
your Stromberg-Carlson represen- 
tative for Gould Planté—the Aristo- 
crat of Stationary Batteries. 


Let drop wires swing free at 
support—they’ll last longer 


You prolong the life of drop wires 
when you use clamps that let the 
wire swing free at the support. 


KES 


Type “PS” gives extra support for smaller 

wires. “D” clip is for snub attachments. 

Such clamps are the Reliabl: 
Drop Wire Clamps offered by) 
Stromberg-Carlson. These clamp 
give excellent support, eliminat 
sharp bends, and let you string an: 
sag service drops before cuttin 
wire. 
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Under load, they automatically 
shten, assuring you a firm grip 
ithout damaging insulation of the 
ire. 

OUR TYPES are available: 

Type “P’—for No. 17 or No. 18 

WG parallel. 

Type “PS”—for No. 17 or No. 18 

WG dumbbell wire and most 
other construction to No. 20. 

Type “PR”’—for No.’s 14-16 AWG 
twisted pair and parallel suitable 
also for No.’s 17-18 reinforced par- 
allel neoprene-jacketed drop wire. 

“D” Clip—Used to secure drop 
wire to itself for snub attachments. 


Single-petticoat 
insulator has long leakage path 


You get just about the longest 
leakage path possible with a single 
petticoat, on this Hemingray Num- 
ber 17 insulator for medium length 
lines. It gives you excellent service 
through all sorts of weather, pro- 
tects the pin from moisture, and 
isn’t disturbed by sudden or sea- 
sonal changes in temperature. 


Long petticoat, small size make the 
Number 17 insulator highly useful. 


It’s easy to put up, too, because 
it has a full 7/16” square groove, 
over %8” deep, which provides bet- 
ter support. This means you can 
work faster, and be sure you are 
putting your lines up to stay. 

You save money both ways—on 
installation time and maintenance 
time. Hemingray insulators are 
made by Kimble Glass Company, 
subsidiary of Owens-Illinois, and 
have been the “World standard 


since 1870.” 


istributed by 


Stromberg-Carlson 
Factory, General Offices: 
ROCHESTER 3, NEW YORK 
Sales Offices: Atlanta 3, Chicago 6, 
Kansas City 8, Rochester 3, 

San Francisco 3. Mfg. Branch, Dallas 





NEWLY APPOINTED to sales staff positions by the Lenkurt Electric Co. in San Carlos, Calif. 
are (I. to r.): HARRY J. LEWENSTEIN, sales program planning and coordination; FRED C. HILL, 
sales training; and NYAL D. McMULLIN, market research. 


Department of American Telephone 
& Telegraph Co. 21 years. His posi- 
tions with A.T.&T. included chief 
testboard man at 
Denmark, S. C. 
and Miami, Fla., 
and division tele- 
graph service su- 
pervisor at Atlan- 
ta, Ga. Graham 
went to Tokyo in 
1947 for one year 
as communications engineer for the 
Department of the Army. He then 
joined Communications Co., Inc.. 


R. E. GRAHAM 


Coral Gables, Fla. and was sales man- 
ager of that firm when he resigned 
to become an engineering represen- 
tative at Lenkurt in 1953. 

Sales Appointments 
Announced by Lenkurt 

THREE SALES STAFF appointments 
have been announced by the Lenkurt 
Electric Co., carrier and microwave 
manufacturer of San Carlos, Calif. 

Named to the staff of General Sales 
Manager FE. G. Hall were Harry J. 
Lewenstein, who is in charge of sales 
program planning and coordination, 
and Fred C. Hill, who is responsible 
for sales training. 

Nyal D. MecMullin was added to 
the staff of Vice President and Com- 
mercial Manager P. B. Patton to head 
market research activities. 

Lewenstein, an electrical engineer- 


ing graduate of the University of 
Minnesota, has been with Lenkurt 
since 1951. He was the first editor 
of the company’s monthly engineer- 
ing magazine, “Lenkurt Demodula- 
tor,” and for the past two years has 
been manager of the technical news 
department. 

Hill has handled various assign- 
ments in the Sales Engineering and 
Public Relations divisions since join- 
ing Lenkurt in 1951. An alumnus 
of Stanford University, he was with 
the Western Electric Co. from 1941 
to 1950 except for three years as a 
pilot with the Army Air Force dur- 
ing World War II. 

MecMullin received his master’s de- 
gree in business administration from 
Stanford. Before beginning graduate 
study he was an engineer with the 
General Electric Co. from 1950 to 
1953, and prior to that worked for 
the Kennecott Copper Corp. He has 
a B.S.E.E. degree from the University 
of Utah. 

Graybar Announces 
New Appointments 

THREE NEW appointments in Gray- 
bar Electric Company’s Houston 
(Texas) District have been announc- 
ed by W. E. Henges, president. 

J. T. Kinney, assistant district op- 
erating manager in New York since 
December, 1952, is now district op- 
erating manager at Houston. He 
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heel rive does another iob better 


@eeeeo00de0ede@ 
Good road, bad road or no road — it’s all the same to the 
Universal ‘Jeep? Its go-anywhere 4-wheel-drive and maneu- 


LINE verability put the ‘Jeep’ in a class by itself—a stop-at-nothing 
vehicle you can rely on to take men and tools where they 


CONSTRUCTION are needed. When there’s work to be done off the highway, 


the ‘Jeep’ is indispensable. See your nearest Willys dealer 
or write for information. 


4-WHEEL-DRIVE * é & d 
9 


UNIVERSAL 
A member of the ‘Jeep’ family... world’s largest-selling 4-wheel-drive vehicles 
Willys Motors, Inc., Toledo 1, Ohio 
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PBX. KEYSHELF DIRECTORY UNITS 


















Keyshelf Directory units are engineered and designed for 
use on P.B.X. switchboards and furnish the needed flexibility 
of individual Flexoline listings on the keyshelf. A unique 
and time-saving feature is incorporated into the units—the 
frames are self-indexing. The last Flexoline strip on the front 
of each frame is visible. Thus listings may be added or 
changed without concern for label changing or other index- 
ing detail. The expansion factor within each side of each 
frame is filled with blank Flexoline strips until space (easily 
adjustable to any location) is wanted for an actual listing. 












TWO SIZES 
7 frame unit with 390 listings capacity 
13 frame unit with 700 listings capacity 


Attractive Greytan finish. Removable aluminum frames. 
Non-skid corrugated rubber strips are mounted on 
underside of base, which is of “bridge” construction for 
straddling divider strips on switchboards. (When 
specified, flat base units will be supplied with overall 
corrugated rubber bottom.) Flexoline strips 

come in sheets of 42 strips per sheet, pre-scored 

to %” standard typewriter spacing. Each unit 
includes a supply of Flexoline, sufficient 

to completely establish the reference listings and 
accommodate several hundred listing changes. 














Send for illustrated descriptive booklets TODAY! 


Nat SNe VISIBLE RECORDS. INC. CROZET. VIRGINIA 


District Offices and Representatives in Principal Cities 













started with Graybar as stockkeeper 
at Knoxville in June, 1941, becoming 
operating manager in November, 
1943. Leaving for military service 
he returned to Knoxville as office 
salesman, advancing to operating 
manager at Orlando in March, 1948. 
In the same capacity he transferred 
to Tampa in January, 1949. In June, 
1952, he became district supervisor 
of training at the New York District 
and then assistant district operating 
manager. Mr. Kinney attended Kan- 
sas University and University of Ten- 
nessee. 

L. A. Peterson has been appointed 
branch manager at Jackson, Miss. He 
has been with Graybar for nine years 
starting as Selector at Dallas:.,.Ad- 
vancing rapidly he transferred to. Fort 
Worth as office salesman in Febru- 
ary, 1946. In October, 1947 ‘he be- 
came operating manager at*Houston 
(then a branch) becoming district 
supervisor of training for the Dallas 
District in 1949. In February, 1951 
he returned to Houston as assistant 
district operating manager, . four 
months later becoming district oper- 
ating manager until transferring to 
his new position. Following his erad- 
uation from the University of Nebras- 
ka in 1940 he entered the Army, He 
was discharged in December,* 1945 
with the rank of Major when, he join- 
ed the Graybar organization. — 

A. N. Saxon has been appointed 
Branch Manager at Corpus @hristi. 
Texas. He joined Graybar in Dallas 
as assistant specialist it August. 
1927, becoming salesman in March. 
1930. From January, 1938 to May. 
1945 he was in office sales, until 
transferring to lamp and _ lighting 
sales. Ten months later he advanced 
to branch manager at Jackson, Miss.. 
which position he held until his new 
appointment. A native of Muchison. 
Texas, Mr. Saxon is a graduate of 
Texas A&M with a B.S. in E.E. de- 


gree. 


Koppers Names Winslow to 
Head New Marketing Dept. 

FORMATION OF A company-wide 
Marketing Department under the di- 
rection of Ralph Winslow, vice presi- 
dent, was announced last month by 
Fred C. Foy, president of Koppers 
Co., Inc., Pittsburgh, Pa. 

Embracing primary functions now 
carried on by the Central Staff Sales 
and Public Relations Departments of 
Koppers, the new Marketing Depart- 
ment will include sales management, 
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market and economic research, sales | 


personnel development, sales promo- 
tion, advertising and public relations 


sections. 


At the same time, Mr. Foy an-| 


nounced the appointment of Cooke 


Bausman, Jr., former manager, sales | 
department, as assistant to the gen- | 
eral manager of the company’s Chem. | 


ical Devision. 
George W. Naylor, who has been 


assistant sales manager of Koppers | 


Tar Products Division, also is being 
transferred to the Koppers Chemical 
Division as manager, International 


Department. Succeeding him in the | 


Tar Products Division post will be 
Harry P. Neher, who has been assis- 
tant manager of the Central Staff 
Sales Department. 


Mr. Winslow joined Koppers_ in 


1945, became manager of its Public | 
Relations Department in 1947 and | 


was elected a vice president of the 
company in 1954. As public rela- 
tions manager he has been in charge 
of the company’s sales promotion, ad- 
vertising and public relations. He 
has been active in local and national 
advertising and public relations as- 
sociations, and in various community 
activities. 

Mr. Bausman joined Koppers as 
assistant manager, Sales Department 
in 1948, after having been general 
manager of the Pennsylvania Ultra- 
violet Company. A native of Pitts- 


burgh, he had previously been asso- | 


ciated with the Mellon Securities 
Corporation in its Pittsburgh and 
New York offices, working in sales 
and security trading. 

Mr. Naylor, a native of Stamford, 
Conn., was graduated from Cornell 
University with'a B. S. degree in 
Chemistry. He joined Koppers in 
1948 after broad experience in de- 
velopment, control, sales and service 
work with several chemical concerns 
in this country and in the Far East 
and Northern Europe. Since then he 
has served as development section 
manager of the Chemical Division, 
manager of the company’s Washing- 
ton office and assistant sales manager 
of the Tar Products Division. 


Mr. Neher joined Koppers in 1949 


after sales and traffic work with} 


Westinghouse Electric Corp., the 
Westinghouse Electric Supply Co. 
and the Hood Chemical Co. He is a 
native of Cincinnati, Ohio and stud- | 
ied business administration at the 
University of Cincinnati. 
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4-wheel drive does another job better | 





LINE SERVICE 








No matter how rough the going 
—when you need to get men 






and equipment to the line in a 





hurry, you can count on the 





‘Jeep’ Truck. The extra traction 
of its 4-wheel drive takes it off 
the road to follow telephone 









lines, regardless of terrain or 





weather conditions, and it car- 





ries the equipment needed for 





emergencies resulting from 





storm or other causes. See your 
nearest Willys dealer or write 
for information. 















| 4-WHEEL- DRIVE 









A member of the ‘Jeep’ family... world’s largest-selling 4-wheel drive vehicles 
WILLYS MOTORS, INC., TOLEDO I, OHIO 














GUY 10 KEARNEY 


“yALLEABLE EXPANSION ANCHORS 1 
. 






6356 OF BLADE AREA LIES UNDER 
oupisienses EARTH 












The special blade design of KEARNEY 2-WAY MALLEABLE 
ANCHORS gives extra holding power by exerting outward, 
as well as upward pressure against the earth. The blades 
expand easily into the earth with a few blows of the tamping 
bar. When locked in place, 63% of the anchor blade surface 
lies under undisturbed earth for maximum gripping power. 
















JAMES R. KEARNEY CORPORATION 
4224-42 Clayton Ave., St. Louis 10, Missouri 







FOR BETTER CONSTRUCTION... SAFER MAINTENANCE 
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Published in each issue of Telephone Engineer & Management. Advertising forms close on Ist of month. Rates—15 cents a 
word except for Situation Wanted ads, which are only 10 cents per word. In figuring cost of ads, count each word of address 
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HELP WANTED: — Commercial Man- 
ager for 3000 station four automatic 
exchange operation Southwest. Ad- 
vancement to General Manager if 
qualified. 


Plant operation experience 
desirable. Opportunity for young man 
with experience and ability. Replies 
confidential. Write Box No. 8952, 
Telephone Engineer Publishing Corp., 
7720 Sheridan Rd., Chicago 26, Ill. 


HELP WANTED: — Junior Engi- 
neer by Plastic Cable manufacturer. 
Must be E.E. graduate. Age 25-37. 
East coast location. Experience on 
telephone outside plant desirable. 
Give full resume of education, ex- 
perience, accomplishments and min- 
imum salary acceptable. All an- 
swers will be held confidential. 
Write Box No. 8953, Telephone 
Engineer Publishing Corp., 7720 
Sheridan Rd., Chicago 26, Il. 





OUTSIDE PLANT ENGINEERS, 
Cable Splicers, Equipment Install 
ers, Station Installers, Linemen. Ex- 
perienced men needed. Steady work, 
good pay. Henkels & McCoy, 6100 
N. 20th, Philadelphia, Pennsylvania. 


WANTED 
TELEPHONE ENGINEERS 


Applicants with minimum of 2 years ex- 
perience in installation, operation, and 
maintenance of step by step automatic 
switching equipment, toll boards, test 
desks, etc. are invited to submit their 
qualifications for positions in our equip- 
ment engineering department. Openings 
are available for men of promising abil- 
ity. Accepted applicants will be trained 
by work assignments best fitted to their 


individual aptitudes. 
Write giving full details of your edu- 
cation and work background to: 


AUTOMATIC ELECTRIC CO. 


Personnel Director 
1033 W. Van Buren Street 
Chicago 7, Illinois 





POSITION WANTED: — Manage- 
ment level — 30 years experience in 
all phases of telephone business. 
West or Pacific Northwest prefer- 
red. Available May 1. Write Box 
No. 8950, Telephone Engineer Pub- 
lishing Corp., 7720 Sheridan Road, 
Chicago, 26, Illinois. 
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copy and box number replies to Telephone Engineer Publ ishing Corp., 7720 N. Sheridan Road, Chicago 26, IIl. 














POSITION WANTED: — Broad 
telephone and telegraph experience. 
Equipment and outside plant. En- 
gineering, construction, installation, 
operation and maintenance of dial, 
common battery and magneto sys- 
tems; toll plant transmission, pro- 
tection, trouble locating, carrier sys- 
tems, telephone repeaters, program 
circuits, telegraph and teletype cir- 
cuits and equipment. Public and 
employe relations, sales, safety prac- 
tices, employe training, accounting 
and management. Available for 
supervisory or occupational, or ma- 
terial and equipment sales. Write 
Box No. 8954, Telephone Engineer 
Publishing Corp., 7720 Sheridan 
Road, Chicago 26, III. 





















tion of both. 







70% complete. 








separate racks 










100% 


Two-Position 


WANTED TO BUY 


each position 
or party line 


WANTED TO BUY NOW: — In lay verk. In 
dividual owner wants to buy tele plete 

phone company, usual or medium 
size, with or without present man 
Write today, Box No. 


10 lines and 
Cabinet 


agement. 


8951, Telephone Engineer Publish- 
ing Corp., 7720 Sheridan Rd., Chi 


cago, III. 


installed 


built 100%. 


RECONDITIONED 
FEDERAL #804A 


Magneto Compact set 
convertible to desk or 
wall. 

Equipped with capsule 
type transmitter and re- 
ceiver. Can be used on 


long rural lines. 
PRICE $19.50 EACH 


Terms 2%—10 Days Net: 30 
BOHNSACK EQUIPMENT CO. 
GERMANTOWN, NEW YORK 





Sane RAR 


Cable-Splicers 
WIPING CLOTHS 





Ts emeenil 


WILLtAMS 








FLEXULE. FINISHED 

| WIPING CLOTHS Formed-flexible finishing cloths; (Pat- 

to a ented); Flat finishing cloths; Catch 

Pa eee cloths; Crotch cloths and Up-right 

| ror oint catch cloths. Made of world- 
3° in. Joint prize HERRINGBONE TICKING or 






imported English MOLESKIN. Write 


tor literature and prices. 





packed in 
cartons 


arate Relay rack. 


and 200 Magneto lines 
common battery 





SWITCHBOARDS 


Signal Corps BD95 Cordless Switchboard for Mag- 
neto lines, lamp ended -—— with 5 sets of keys - 
12 lines. The Operator’s set, line and supervisory 
lamps operate on 24 Volt current. Bebuilt 100%. 
SAME — with 20 lines. 


Western Electric 24 Volt Cordless PBX Switch- 
board with dial for common battery service. Has 
7 lines and 3 trunks. Oak Cabinet, Rebuilt 100%. 









Western Electric one-position 24 Volt Common 
Battery Switchboard, 16 pair of Universal cords 
that can be wired for straight line or harmonic 
party line ringing. Has capacity for 300 com- 
mon battery or 150 Magneto lines or a combina- 
Line & Cut-Off Relays on a sep 


In process of rebuilding. About 


Two-Position 24 Volt Common Battery Switch- 


board with 17 
in each position having Line & Cut-Off Relays on 


Universal 5-frequency cord pair 


Capacity for 400 common battery 
Now equipped with 200 
and 32 Magneto lines. Rebuilt 


Kellogg 24 Volt Common Battery 
Switchboard with 16 pair of Universal cords in 
Can be arranged for straight line 
ringing 
battery or 250 Magneto lines or a combination of 
both. Line & Cut-Off Relays on a separate Re 
process of rebuilding 75% com 


Capacity for 600 common 


Kellogg 24 Vo!t Cordless PBX Switchboard. Has 
3. trunks 


Rebuilt 100% Oak 


Stromberg-Carlson 24 Volt Common Battery PBX 
in Oak Cabinet. 
Relays in back of switchboard, 10 
trunks, 15 cord pair, straight line ringing Re- 


160 line capacity with 100 lines 


Telephone Repair & Supply Company 


1760 W. Lunt Avenue 
CHICAGO 26, ILL. 


Phone — ROgers Park 4-3817 


ere eednpesteneenpanipaaainaaahe 





Rebuilt, Refinished 
Loud ringing bells. (000 
or 2500 Ohm @ $8.00 
each. With Condensers 
@ $9.00 Each. 

F.0.B. Chicago, Ill. 


INDEPENDENT TELE- 


PHONE REPAIR CO. 
2137 W. 2ist St. 
Chicago 8, Illinois 





f- Scars antibiotic cessor jena 





sealed in wax paper 
wrappers 


GEO. E. WILLIAMS CO. 


3035 Aldrich Ave. South, MINNEAPOLIS 8, MINN. 
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LIMITED SUPPLY USED CALCULAGRAPHS 
Model #30- Case C. 20 Volts-60 Cy. @ $20.00 
Model #6- Case C. Spring Driven. @ $18.00 


Bells, Single Stroke, 10’ Gong. 
115-V. 60 Cy. @ $6.00 


Prices are F.O.B. Chicago 
INDEPENDENT TELEPHONE REPAIR CO. 
2137 West 21st St. Chicago 8, Ill. 


FOR SALE: — Six positions of 
Stromberg-Carlson super-service 
common-battery multiple manual 
switchboard. A complete central 
office, including main frame. Spe- 
cifications on request. Will sell all 
or part. Write: The Columbia Tele- 
phone Co., 40 N. Third Street, Co- 
lumbia, Pennsylvania. 


Western Electric # 320.EW-3 Desk sets. 
Like New ‘ D 
Western Electric # 250-AW Desk Set, 
less box 
Western Electric # 211-AW Hang up type. 
W/#684-A ringer box. 1500 Ohm 
ringer. Rebuilt 
W.E.F-1 Transmitter Units @ 90¢e Each 
W.E.HA-1 Receiver Units @ 90¢ Each 
Prices are F.0.B. Chicago, III. 


INDEPENDENT TELEPHONE REPAIR CO. 
2137 W. 21st St., Chicago 8, Ill. 


SPECIFY 


for 
Dependable and Economical Telephone Ring- 
ing Power Equipment. 
Engineered for complete satisfaction. 


Manufactured by 
TELKOR, INC. Elyria, Ohio 


Stromberg-Carlson Merger 
(Concluded From Page 63) 


initial production contract for the Air 
Force's new XB-58 supersonic jet 
bombers. 

The division’s guided missile op- 
eration is extensive and it is now pro- 
ducing for the Navy the Terrier. an 
electronically guided supersonic sur- 
face-to-air missile. 

Of even greater significance is the 
division’s current development work 
leading to the ultimate construction 
of an atomic-powered plane. At Con- 
vairs Fort Worth plant during the 
fall of 1954 a small portable nuclear 
reactor was built and put into opera- 
tion for engineering tests in this con- 
nection. 

In Groton, Conn., the Electric Boat 
Division launched the world’s first 
atomic-powered means of transport. 
the submarine USS Nautilus, in 1954. 
In addition, Electric Boat is build- 
ing a second atomic submarine, the 
Sea Wolf, as well as a conventional 
attack-type at this time. It is ex- 
pected that negotiations will begin 
shortly between Electric Boat and the 
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X MEANS 
STROMBERG /) 
CARLSON a 





FOR MAGNETO 
SWITCHBOARDS 


W. E. #22-C Combined Jacks and Signals 
on #89-B Mounting (5 per strip) NEW 
S$. C. #350-B Combined Key and Supervis- 
ory Drop Assembly (Replaces #169-F 
Key) NEW 

Federal #804-A Magneto Handsets for 
Desk or Wall Mounting—RECONDITIONED 


BUCKEYE 
TELEPHONE & SUPPLY CO. 


1250 Kinnear Road Columbus 21, Ohio 
Kingswood 0655 





Navy Department for the construc- 
tion of a third A-sub. The proposed 
Navy budget, now before Congress, 
provides, in addition, for three more 
atomic submarines. 

Since 1900 Electric Boat has built 
more than 330 submarines for the 
United States and other governments 
including the first, the USS Holland, 
accepted by the US Navy. 

Canadair Limited, Montreal. is a 
General Dynamics subsidiary and the 
largest aircraft manufacturer in Can- 
ada. 

It is currently working under a 
contract with the RCAF to build 13 
maritime reconnaissance versions of 
the Bristol Brittannia. These air- 
craft will be the largest ever built in 
Canada. 

Canadair has built more than 1200 
F-86E Sabre jets for the RCAF and 
approximately 500 T-33 jet trainers. 
In addition, it has produced nearly 
100 North Star commercial and mili- 
tary transports under license from a 
U. S. manufacturer. Canadair is 
also now doing research and develop- 
ment work on the Canadian govern- 
ment’s guided missile program. 
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FOR SALE 


3 position Western Electric toll board universal 
cord circuits 
6 position No. ti Western Electric local board— 


universal cord circuits 

1600 jack and lamp strips with multiple attached 

2 cable turning sections 

Main frame with W. E. protectors and blocks 

4 sections relay racks 

1600AB6 line relays 

1600 AB4 cut-off relays 

2 Subcycle ringing machines 

Any other items that you might need for a W. E. 
No. {! common battery office. We will let you 
name the price. FOB Thomaston, Georgia, un- 
crated. 


THOMASTON TELEPHONE CO. 
THOMASTON, GEORGIA 





FOR SALE: THREE KELLOGG 
SWITCHBOARDS, 100 line mul- 
tiple. 10 Magneto drops, 10 toll 
trunks, with dials and Sub-Cycle 
Converter. Immediately available. 
$200.00 each. Also, 8 headsets, 
$25.00 each; | booth and _ coin 
phone, $60.00; 10 used Leich phones 
— 1600 ohm ringers, $25.00 each; 
8 line racks — 25 circuit, with fuses, 
$5.00 each. Further information at 
Central Point Mutual Telephone 
Co., 40 S. Second St., Central Point, 


Oregon. 





FOR SALE 


Available about June Ist 
#75 Gray Pay Stations, 


equipped with dial. Price 
$50 ecch. 
ORANGE COUNTY TELEPHONE COMPANY 
19 John St., Middietown, N. Y. 





in Bayonne, N. J., is General Dy- 
namics’ third division, Electro Dy- 
namic, producer of high-quality elec- 
tric motors for specialized commer- 
cial and industrial uses. 


Stromberg-Carlson has been a well 
known manufacturer of communica- 
tions and electronics equipment for 
more than 60 years. Today it pro- 
duces an extensive line of XY tele- 
phone switchboard equipment, instru- 
ments and industrial products; tele- 
vision and radio receivers, high-fi- 
delity phonographs; sound equip- 
ment, intercom and custom 400 high- 
fidelity systems, electronic carillons; 
and electronic and communications 
products for the armed forces. In ad- 
dition, Stromberg-Carlson owns and 
operates three high-power broadcast- 
ing stations in Rochester, New York, 
namely, WHAM, WHFM, and 
WHAM-TV. The transfer of licenses 
of these stations is of course subject 
to the approval of the Federal Com- 


munciations Commission. 

More than 5200 are emploved by 
Stromberg-Carlson in its three [o- 
chester manufacturing plants. 





























































New Miniature Terminals 

NEW MINIATURE tubular pins and 
female contacts cut wiring time, 
speed production and save assembly 
costs on printed circuit applications. 
Said to be the first self-retaining ter- 
minals developed for this purpose, 
they are especially designed to pro- 
electronic, 


mote automation in the 
electrical automotive and _ similar 
fields. 

The tubular pin is readily adapted 


to numerous wiring problems. [wo 
beads on the lower part of the pin 
terminal depress and snap out again 
when pushed through an accommo- 


dating panel hole. The pin snaps 





into the panel with a positive lock- 
ing action, eliminating roll-over op- 
erations and possible fracturing of 
panel or chipping of plating. This 
locking action retains the pin until 
additional components are added and 
until it is permanently soldered. 
Resistor, capacitor, condenser and 
neon pigtails can be fed into the 
terminal at either the top or bottom 
of the panel and held in place by 
tapered portion of the terminal until 
External leads from 
tuner, 


solder dipped. 
other components, 
CRT. socket. 


speaker, etc., can be wrapped around 


such as 
volume control and 
the pin terminals and spot soldered. 
Terminals will not vibrate loose dur- 
ing additional assembly or other op- 
erations prior to permanent solder- 


ing. 
The female contact is for use 
where quick connect and disconnect 


The 


solderless wire crimp can be varied 


type connections are desired. 


to crimp over various size insulated 
wires. The has an LD. 
slightly smaller than O.D. of the pin 
to provide proper holding tension. 
Both the pin and contact can be 
supplied in chain form for automatic 
feeding and crimping operations. An 


contact 


automatic inserting machine is avail- 
able for feeding. This machine will 
insert from one to forty pins simul- 
taneously into printed circuit boards 
in any symmetrical or non-symmetri- 
cal pattern. When large quantities 
of terminals are purchased, this ma- 
chine is available on a nominal year- 
ly fee basis. 
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PRODUCIS 
SHOWCASE 


For complete data on New Products 
and Services described in this depart- 
ment, fill in Coupon on page 91. 


For further information, contact 
Malco Tool & Mfe. Gai. Dept. TMC, 
1025 W. Lake St., Chicago 24, IIl., or 
Check New Product 822. 


Duct Rodding Machine 
THe PENGO Series 600 Duct 
Rodding Machine is now in produc- 
tion by Petersen Engineering Co.., 
Calif. The manufac- 


Santa Clara, 


turer states that this is an improved 
machine for rodding underground 
power or telephone ducts or pipes of 
any kind, and is capable of rodding 











ducts to a distance of more than 1000 
feet which is substantially greater 
than any machine now on the mar- 
ket. 

Proved in a test operation by a 
leading utility firm, one machine is 
claimed to have saved $30,000 over 
previous methods, in one year. 

This ingenious patented equipment 
causes the rod to revolve clock-wise 
in the duct as it pays out, returns or 
holds the rod steady without shifting 
gears or stopping. 

Literature may be obtained from 
Petersen Engineering Co., (Dept. 
TEM), Santa Clara, Calif.; or by 
Checking New Product 823. 





Bolt Loosener 

PARTICULARLY suited to electrical 
work is a new chemical product, the 
first non-oily penetrant for loosening 
corroded nuts or bolts and larger 
seized parts of appliances and other 
electrical or mechanical equipment. 
The penetrant is nonflammable and 
odorless, which 
complaints concerning oil residues. 


averts consumer 
It is generally more effective than 
oil, being fast acting and _penetrat- 
ing deeply. It does not spread over 
the work. Developed by Olin Math- 
ison Chemical Corp., Puritan Pene- 
trant is sold through NAPA jobbers 
and is available from automotive ser- 
vice stations half- 
pint, pint and gallon containers. The 
penetrant can be applied by pour 
spout_or squirt gun. After several 
minutes, the work is tapped lightly. 
Parts then can be disassembled, us- 


and garages in 


$ 


ih 





r 


fp 


T 


New duct-rodding machine. 





TELEPHONE 











ENGINEER & MANAGEMENT 





For com- 
Product 


ing the proper tools. 
plete data, Check New 


824. 


Wall Drill Kit 

THE Matt Toor Co. recently an- 
nounced production of the Mall Wall 
Drill Kit. The Kit sells as a complete 
power tool unit, including drill, at 
tachments and mounting board. 

The Kit consists of these items: 
Model 149B 14 inch capacity electric 
drill with geared chuck and key, drill 
side handle, 5-inch slitting saw, set 


of three wood drill bits and seven 
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READER'S | @ PLEASE PRINT 


SERVICE 


DEPT. 
T-E-M 
5-15 - 55 


TU 


HOGA PORDADE DEAN EGRONOEOOOEE 


serena 


7720 N. Sheridan Road 
Chicago 26, Ill. 


mw Please send me information on the following items: — 


Items Wanted) 


NEW PRODUCTS 
. NP 824 


NP 222 NP 823.. 


SERVICES AND SUPPLIES 
ADV. 


ADV. 
ADV. 
ADV. 
ADV. 
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Telephone Engineer Publishing Corp. 


steel bits, 4-inch rubber backing pad, 
five inch sheep’s wool polishing bon- 
net, six four-inch abrasive discs, three 
inch rag buffing wheel, three inch 
grinding wheel, three inch 
wheel, paint stirrer, polishing rouge, 


wire 


drill pedestal, adapter and accessor- 


ies. Check New Product 825. 





Hon 
OAK - 


: ‘AC 100 
avicn . 
SURE, and for KEEP 


CAMPERS, HIKERS, cs 
' SCOUTS, FISHERMEN, ¥ pa 7 


Poison Ivy Bomb 


THOMPSON CHEMICALS CorpP., St. | 


Louis 3, Mo., has announced produc- 


Bomb. When 
its contents are sprayed on leaves it 
kells the plant “for keeps.” Check 
New Product 826. 


tion of a Poison Ivy 


(Check 


_ NP 825. NP 826 
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THE BUYERS’ | 


ADVERTISING, Directories — General Tele- 
phone Directory Co., 604 Pine Ave., Long 
Beach, Calif., and 1800 Busse Highway, 
Des Plaines, Ill.—[ADV. 1] 

BELTS — CLIMBERS — COMPLETE LINEMEN’S 
EQUIPMENT, W. M. Bashlin Co., Bashlin 
Bldg., Grove City 1, Pa.—[ADV. 2] 

BELTS — CLIMBERS — PLIERS — SAFETY 
STRAPS — CONSTRUCTION TOOLS. Klein 
& Sons, Mathias. 3200 Belmont Ave., Chi- 
cago 18, Ill.—[ADV. 3] 

BOOTHS—Acoustic Telephone — Sherron Me- 
tallic Corp., 1202 Flushing Ave., Brooklyn 
6, N. Y.—[ADV. 4] 

BRUSH & WEED KILLERS — Thompson manu- 
factures many types of brush and weed 
killers. Write for helpful information on 
specific problems. Thompson Chemicals 
Corp., St. Louis 3, Mo.—[ADV.5] 

CABLE, All Plastic, Aerial, Duct, Direct Burial, 
PBX, Switchboard. — The Ansonia Wire & 
fable Co., Ansonia, Conn.—[ADV. 6] 

CORDS, Switchboard (with or without plugs), 
Instrument (retractable and regular) and 
Operators — Commercial Cord & Supply 
Co., Inc., 26 Main St., Clifton Springs, 
N. Y.—[ADV. 7] 

CORDS, Switchboard & Telephone — Runzel 
Cord & Wire Co., 4727-31 Montrose Ave., 
Chicago 41, Ill.—[ADV. 8] 

FURNACES — For quickly and economically 
melting lead and paraffin — Mutual Liquid 
Gas Equipment Co., Inc., 3600 W. Imperial 
Highway, Los Angeles, Calif.—[ADV. 9] 

INSULATORS, Porcelain — Porcelain Products 
Inc., Box 300, Findlay, Ohio.—[ADV. 10] 

LIGHTWEIGHT PULLERS — Coffing Hoist Cem- 
pany, 800 Walters St., Danville 5, ill. — 
[ADV. 11] 

PIPE PUSHERS — Giant Manufacturing Co., 
South 6th St., at 12th Ave., Council Bluffs, 
lowa.—[ADV. 12] 

POLE HOLE DIGGERS — For derrick mounted 
trucks. Tele-E-Lect Products, Inc., 9613 
Minnetonka Blvd., Minneapolis 16, Minn. 
—[ADV. 13] 

POLES, Southern Yellow Pine — Colfax Lum- 
ber & Creosoting Co., Inc., P. O. Box 23, 
Pineville, La.—[ADV. 14] 

POLES, Southern Yellow Pine — Taylor Col- 
quitt Company, 290 E. Main St., Spartan- 
burgh, S. C.—[ADV. 15] 

POLES, Southern Yellow Pine — Texas Creo- 
soting Co., Orange, Texas.—[ADV. 16] 
PROTECTIVE EQUIPMENT — Reliable Electric 
Company, 3145 Carroll Avenue, Chicago 

12, IL—[ADV. 17] 

REBUILT TELEPHONE & SWITCHBOARDS — 
Telephone Repair & Supply Company, 1760 
Lunt Avenue, Chicago 26, IIIl.—[ADV. 18] 

TRUCK BODIES — Highway Trailer Co., Edger- 
ton, Wise.—[ADV. 19] 

WIRE, Insulated — DATED DROP WIRE — 
Neoprene er Weatherproof — Alphaduct 
Wire & Cable Co., Milltown, N. J.—[ADV. 
20] 

WIRE, Insulated Drop and Bronze or Copper- 
weld — Acorn Insulated Wire Co., Inc., 36 
Freeman St., Pawtucket, R. 1.—[ADV.21] 

WIRE, Telephone, fer ail inside: and outside 
uses — Whitney Blake Ce., New Haven, 
Conn.—[ADV. 22] 
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for Years- 

and Years- 
and Years- 
of Service! 








































Schauer 


ELECTROX 


BATTERY ELIMINATORS 
BATTERY CHARGERS 


In sizes and capacities 
to meet every telephone 


power requirement. 


See your Schauer Jobber. 
Write for Bulletin 1465. 










MANUFACTURING CORP 






4516 Alpine Ave. 
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| Sandland served in 

World War II and Ys 
is a veteran of 12 
| months duty with the U. 
| the Pacific 


Sandland Appointed Reilly 
Sales Representative 
ANNOUNCEMENT has been made by 
J. H. Barnett, Jr., general sales man- 
ager of Reilly Tar & Chemical Corp.. 
Indianapolis, of the appointment of 
William C. Sand- 
land as a sales rep- 
resentative for the 
Houston, Texas 
A native of 


Mr. 


area. 
Houston, 





W. C. SANDLAND 
S. Navy in 


theatre. Upon gradua- 


' tion from Texas A & M College, he 


| burgh, Pa. 
| Hubbard in various sales capacities 


] lege. 


| ing manager. 
| was appointed district manager at 


1955 


became affiliated with the Speciality 
sand Co., Houston, Texas as a sales 
engineer. 

In serving the Houston area, Mr. 
Sandland will have his headquarters 


| at the offices of the Reilly Tar & 


Chemical Corp., Green Building. 
2009 Fannin St., Houston 2, Texas. 


Hubbard Names Keen 


Assistant Gen. Sales Mgr. 
Ciirrorp H. Keen has been ap- 


pointed assistant general sales man- 


ager of Hubbard & Company, Pitts- 
Mr. Keen has been with 


since graduation from Dickinson Col- 
Carlisle, Pa. in 1923. 
Wallace Elected V.P. 
of Graybar Electric 

Doucias WALLACE was elected a 
vice president of the Graybar Electric 
Co. at the annual meeting of the 
board of directors held March 18. 
President W. E. Henges has an- 
nounced. 

Mr. Wallace started as an assistant 
accountant at Seattle in 1922, and 
soon transferred to New York where 
he rose through the positions of ac- 
countant, senior accountant, assistant 


| secretary and assistant merchandis- 


In January, 1938 he 


Jacksonville, returning to New York 
in October, 1940 as assistant general 
sales manager. He was general com- 
munications and merchandising sales 
manager from January, 1943 until 


| nine months later when he became 


district manager at Pittsburgh. He 
has been at the New York executive 
offices since January, 1955 when he 


was appointed assistant vice presi- 


Cincinnati 36, Ohio | dent. Mr. Wallace is a member of 









the board of directors of the com- 
pany. 

While in Pittsburgh, Mr. Wallace 
was the board of directors of 
Pittsburgh Convention Bureau and 
served as president of the Electric 
League of Western Pennsylvania in 
1948. 


member of 


on 


He has also been an active 
the of Com. 
merce, Engineers’ Society and Sales 
kxecutive Club. 

John Fitzgerald Joins 

Leonard Electric Co. 

T. L. Leonarp, president, of The 
T. L. Leonard Electric Co., St. Louis, 
Mo., distributors of telephone lead 
cable, supplies and equipment, has 
announced that John Fitzgerald has 
acquired an inter- 


Chamber 


est in the com- 
pany. Mr. Fitz- 
gerald taught 


radio signalling 
while 
The Marine Corps 
in World War Ii 
and formerly 
worked in 
and cable splicing departments of The 
Ozark Central Telephone Co. He 
holds a Bachelor of Science degree 
from St. Louis University. He will 
work in the St. Louis office of the 
company and his duties will include 
assisting Mr. Leonard in the sale of 
telephone cable and supplies. 


serving in 





JOHN FITZGERALD 
the outside construction 






















has 
opened a new district office at 3862 
N. Carrollton, Indianapolis, Ind. with 
H. WEIR COOK, JR., as district mana- 
ger, according to Charles H. Brunell, 
vice president and sales manager. Mr. 
Cook was formerly installation engi- 
neer with Aero Engineering Company, 
Division of Garrett Corporation. 
E. R. SAFARIK, newly appointed assist- 
ant chief engineer of Leich Electric 
Company 
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Let the Record Speak for Itself at Junction City, Kansas . . . 







; City, Kansas, is known far 
beyond the borders of the state for 


















its superbly-run telephone company. 






jee : 
y [om and Bob Fegan have been more 

TELEPHONE COMPAN x ran wh <a 
CITY poche than gracious in extending a welcome 


THE JUNCTION 


SUPERINTENDENT 






GENERAL 






. to visiting managers from far away 
ITY, KANSA ; 





). FEGAN JUNCTION Cc 


Si\DENT 


places as well as to their neighbors. 






To these visitors, the figures shown 





ombere-¥8 rison VO 


at the left are not a surprise because 
on Roac 
a. 


otr 
100 Carls 
rachester 





“seeing is believing.” And of course 





the Trouble Report is a matter of 
public record. 

The Fegans must certainly be 
proud of this evidence of their good 
judgment and excellent management. 
Wire Chief “Bud” Filby has paid 
back rich dividends on his XY Train- 
ing School course. Stromberg-Carl- 
son salutes all who had a part in 
achieving this remarkable record. 
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[000 Terminals 
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The 2,500 line XY dial office with 20- 
position Stromberg-Carlson No. 3 Toll 






Board at Junction City was cut into 





service September 5, 1953. 





“It Doesn’t Cost .... It Pays!” 


A Telephone Answering Service in your community 


can be one of your largest single revenue producers. 


“Does it require a large city to sup- 
a Telephone Answering Ser- 


This question might easily 


port 
vice?” 
be asked by an Independent manager 
who, while faced with the problem of 
finding additional sources of revenue, 
ruled out this idea as metropolitan. 

“Not at all,” your 
told by Christian S$. Schick, president 
of the Teleanswering Bureau, Incorp- 
orated of Rochester, New York. “Our 
organization started in 1934 with one 
telephone instrument on a desk. Two 
brothers ran the enterprise between 
them; each took turns manning the 
phone while the other peddled eggs 


or 


Of course 


reporter was 


so they wouldn’t starve! 
the telephone company didn’t get rich 
from the rental of one line either, but 
saw the future possibilities and co- 
operated with the promoters of the 
scheme to the end that both would 
prosper.” 


And they did. 


providing 


From this one in- 
strument, telephone an- 
swering service to five subscribers, 
were spawned four telephones, then 
eight, then turrets were added, and 
by 1941 a 20-line switchboard was 
installed. In all this growth, the tele- 
phone company was the beneficiary 
to the same extent as the operator of 


the service — each promoting its own 


tat i ht 


a Wl Wy ow) se bli 


‘ 
» 
\ 


> 


saleable product at a profit. 

Mr. Schick’s present organization 
has grown both in size and breadth 
of scope. Four switchboard positions, 
with a total of 320 working lines, and 
several turrets as adjuncts to these 
lines, now provide the following ser- 
vices on a 24-hour basis: 


Reference Listing Alternate 


listing “If no answer call 
Direct Wire . 


scriber’s phone to Exchange. 


. . Extension of sub- 
Private Telephone Business 
telephone and address at Exchange. 
Private Wire . 
“If no answer call 


Mobile Radio 


age dispatch to vehicles. 


. . Alternate listing 
. Two-way mess- 

Advertising Calls . . . Newspaper, 

Radio, and Television. 

Office Rental . . . Office and Desk 

Space. 

. Out-of-town and vaca- 

All calls referred to 


Transfer . . 
tion service. 
Exchange. 

Wake-Up .. 


trust alarm clocks. 


. For those who can’t 


The telephone company obtains its 
usual rates for tie-lines and trunks. 


The extra directory listings in them- 


selves provide another source of rev- 
And because the telephone 
company, in this case, has message 


enue. 


rate service, for each call outgoing 
from the Teleanswering Bureau (over 
the agreed minimum) there is a per- 
call charge at established rates. With 
“overcalls” running at an average of 
1600 a month, real 
for the telephone company. 
One method for increasing business 
customers for the Bureau, with in- 
creased over-all revenue for the tele- 


this is income 


phone company, is to offer a Joint 
User service. Two businessmen have 
the same number but separate list- 
ings. Each is billed at a figure slight- 
ly under the Private Telephone rate. 
but many are thus induced to sub- 
scribe who otherwise could not af- 
ford the service. 

Experience in the majority of cities 
with Telephone Answer Bureaus is 
that flat rates within an exchange 
area, rather than mileage rates from 
subscriber’s premises to the Bureau's 
switchboard, will attract the largest 


number of subscribers, for thus no 


General view in switchboard room of Tele- 


bfili 


hd Ab hy 


answering Bureau. 


Night operators on duty. 


By simple device of covering lamp strips with 
translucent designation strips, more infor- 
mation is readily available to operators. 
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ultimate user of the service is penal- 
ized by his address. If this flat rate 
method is to be followed, it is im- 
portant for both telephone company 
and Bureau to establish equitable 
rates at the outset. 

A former telephone design engi- 
neer, Mr. Schick has introduced re- 
finements in the switchboard equip- 
ment as well as the manner of hand- 
ling calls. Each subscriber has a File 
Number; in the ticket boxes above 
the jack strips a card containing per- 
tinent information about the subscrib- 
ers working hours, alternate tele- 
phone numbers, willingness to accept 
collect calls and the like are stored 
according to this File Number. — In- 
coming messages are accumulated in 
these File Number slots for immedi- 
ate availability when needed. 

Doctors form the largest single 
group of subscribers, some on an al- 
ternate listing only, but most on di- 
rect wire service so that all calls to 
the doctor’s office will be intercepted 
at the Teleanswering Bureau when 
the transfer key is operated. Another 
- manu- 
distribu- 


large group of subscribers 
facturer’s representatives, 
lor’s repair service, agency salesmen 
and others whose business does not 
justify a full-time secretary use 
the Bureau as their business office. 
lhe directory lists the Bureau’s tele- 
phone number as the business tele- 
phone for all such subscribers. Many 
additional trunks, with consequent 
revenue for the telephone company. 
are required for these business sub- 
scribers. 

The specialized services listed prev- 
ously mobile radio, advertising 
inswer service, office rental, transfer 
ind make-up service round out 
the available functions which _ this 
arge and highly progressive Bureau 
ffers. 

“We get our man!” concluded Mr. 
Schick. 


alls to locate him, but the message 


“Sometimes it takes several 


loes get through.” 

Have you an Answering Service in 
If not, and if this idea 
)r increased revenue appeals to you, 


our city? 


nore detailed information can be ob- 
iined by writing to your Transmitter 
ditor. 


Ernest D. Larson 


Ernest Larson, like Fred McGrady, 
is a transplanted Corn Belt man 
and, also like Fred, he has found 
both a challenge and real satisfac- 
tion in the energetic West. 

After completing his education 
in Nebraska, Ernie entered the 
Army Air Corps, serving in Italy, 
France and Germany. 

Ernie came to his present posi- 
tion as sales representative for 
Oregon and southern Idaho after 
a wide experience installing dial 
equipment, first for Western Elec- 
tric and then for Stromberg-Carl- 
son. Several large XY central of- 
fices were completed under his di- 
rection: One in particular speaks 
of Ernie’s good work — the Junc- 
tion City, Kansas office written up 
on the first page of this issue. 

Installing had rewards other 
than the satisfaction of a good job 
well dorfe; for while Ernie was 
putting in a job at Lamesa, Texas, 
in 1949 he met a girl named Mar- 
jorie — now Mrs. Larson. 

“I have two ambitions,” 
Ernie; “to become a better sales- 


wrote 


man, and to keep up with my 
boys” (Bradford Arthur, 3, and 
David Lane, 1). The latter am- 
bition will become harder each 
year (your aging editor knows this 
well!) , but telephone men in Ore- 
gon think Ernie is already doing 
a bang-up job in the first of these 
goals. Particularly do they appre- 
ciate the practical experience he 
can offer them, for few problems 
arise which he hasn’t already had 
to solve in one place or another. 

The Larsons like Portland, and 
Oregon likes them too. 


Fred E. McGrady 


“Telephone people are nice wher- 
If you trace just a 
bit of reminiscing in this line from 
Fred McGrady’s letter, it’s because 
he hasn’t yet had time to drive 


ever you go.” 


deep roots in his new location in 
Southern California. 


Fred had many happy years in 
the Pacific Northwest 
ing at the University of Washing- 
ton, jobs with Western Electric in 
both Spokane and Seattle, and sev- 
eral years in the engineering de- 


school- 


partment of the West Coast Tele- 
phone Company in Everett, Wash- 
ington. 

During World War II Fred 
spent three years with the Signal 
Corps in Alaska as Technical Ser- 
eeant in charge of engineering and 
installation of telephone equip- 
ment. 

As Stromberg-Carlson represen- 
tative for this area, Fred made a 
host of new friends, all of whom 
came to respect his integrity and 
carefully judgment, 
while he was contributing in large 


considered 


measure to the significant growth 
of dial telephony in the North- 
wesl. 

While another fine Stromberg- 
Carlson salesman iy now serving 
his friends in the Northwest, 
Fred’s new customers in southern 
California, Nevada and Arizona 
have given him a typical telephone 
man’s welcome on his first swing 
around. Meantime Mrs. McGrady, 
Marva Jean and Laura Joy have 
started an exciting new life in San 
Gabriel, California — the future 
is ahead. 








Dorris, 


At Dorris, California, it’s 
a husband-wife team: Mr. 
and Mrs. Robert Edgar, 
owners and operators. 


Dorris, California, and the fine 
couple who own and operate the 


had an 

After 
months of planning and hard work 
the 140-line XY dial exchange at 


telephone company there 


especially happy Christmas. 


Cutover complete, the three most in- 
terested people relax. L-R — Robert 
H. Edgar, owner of exchange at Dor- 
ris, California; Stan Suddith, Strom- 
berg-Carlson installation foreman; Er- 
nie Larson, Stromberg-Carlson sales 
representative. 


Dorris and the smaller XY dial 
exchange at Macdoel were cutover. 
“Extra smooth,” said Ernie Larson 

and, having installed many him- 
self, he should be a good judge. 


Happy summer, Mr. & Mrs. Edgar! 


... While San Marcos, Texas, makes plans 


San Marcos civic leaders watch demonstration of the XY dial system which will serve 


their city. 


L-R — Frank Diettrich, mayor; H. Y. Price, Jr., manager of San Marcos 


Telephone Co.; Coy Deviney and C. M. Allen, aldermen; W. G. Barbee, city manager 
and treasurer of San Marcos Telephone Co.; Harold Smith and Frank Hill, cldermen. 


Doniphan, Missouri, is now WYan- 
dotte 6. Two weeks after the R.E.A. 
telephone improvement law was pass- 
ed in 1949, Mr. D. A. Rice, owner 
of the Doniphan Telephone Company 
had applied for a loan — believed 
to be the first in the state. 

Over 700 subscribers were given 
fully-selective dial service, even on 
rural lines, at the cut-over date in 
January. But Mr. Rice found, as so 
many others have, that XY dial has a 
way of attracting more customers: 
the 225 new applications led to an 
order for additional line equipment 
which has now been installed. 

The Doniphan No. 3 toll board is 
used to extend calls to Poplar Bluff 
and St. Louis. This board is de- 
signed so that, as soon as St. Louis is 
ready, Doniphan operators may dial 
directly any listed number in the St. 
Louis metropolitan area or for 
that matter, to any city in the United 
States equipped to handle nationwide 
operator toll dialing. 

Mr. Rice is most enthusiastic about 
his dial system. We at Stromberg- 
Carlson are glad to have had a part 


in his success. 


From “Lake”-land 
Virginia and the Carolinas, 


that is, suh! 


“We like your tape announcers, 


but cant you record some 
Southern Style, instead of in the 


Damn-Yankee twang!” 
“Beam” -e: 
from the Sunny South. 
Florida, with its millionth  tele- 
phone in service, is now first in 
the Southeast. Everyone knows the 
major part played by Florida’s 


progressive Independent  com- 
panies in making this record. Con- 
gratulations to these companies 


and their leaders. 











“It Takes a Lot of Planning, and Late Hours, Too!” 



























































The home force (reading clockwise): Verna LaViola; Rex Atkinson, assistant 
chief installer; June Jones; Douglas Meeds, office manager; Martha King; 
Richard Corbett, stock expediter; Edward Ferguson, chief installer; Herman 
Selle, service engineer assigned to Rochester territory; George Christianson, 


technical assistant. 





ervice Engineers hold meeting with T. C. Thompson, sales manager. 
ince when required will be available through this new group of highly- 


ained specialists serving each branch office. (L to R): E. L. Gear, Chicago; 


sgene L. Sullivan, Sun Francisco; James D. Young, Kansas City; Earl Alex- 
ider, Atlanta. 


(Herman Selle, Rochester, absent — call of duty.) 










Installation Department 
Story — Part I 


The large group of men_ installing 
XY dial offices from Florida to Alas- 
ka requires an alert home office 
group in constant daily communica- 
tion with the field and geared to mak- 
ing important decisions quickly. This 
is the group shown at the left. 

Daily reports from each foreman 
must be evaluated so that plans can 
be shifted as needed and the best use 
of manpower can be realized. Parts 
must often be expedited, especially as 
changes develop during the process 
of installation resulting from increas- 
ed demands for the new dial service. 
Complete files of all jobs and draw- 
ings, with changes requested by cus- 
tomers, are maintained. 

It’s a big, challenging job, and it’s 
being done well. 









Another flag goes up. Chief Installer, Ed 
Ferguson, gives June Jones directions for pin- 
pointing an installation crew moving on loca- 
tion to install another XY dial central office. 





It’s over three years since production lines have shut down for 


lack of purchased material.... and that was for only 20 minutes! 


“When you're riding a record like 
that. proud, but 
vou're a little wary, too.” said Don- 
ald Rosin. Purchasing Agent for the 
Telephone Division. “Nothing could 
be more dangerous. in these days of 
expanding markets. than to be over- 


you're naturally 


confident.” 

Robert Stevens. specialized Buyer 
for non-metallic raw materials. told a 
this. “Some. ur- 


story to illustrate 


Miss Bobbie Lambert (left) sees that 
visiting salesmen meet the right buyer. 


gently needed equipment required 
special packaging of extremely large 
The supplier had had 
that transportation by 
plane was necessary. To the dismay 
of all. the boxes would not go through 
the baggage Fin- 
ally it was arranged to pull a DC-4 
off another run, and the boxes ar- 
rived at 4:00 P.M. on the day the 


equipment had to be shipped!” 


dimensions. 


delays. so 


doors of DC-3’s. 


The skilled group of Buyers who 
appear in the group photo on this 
page deserve much of the credit for 
the enviable record of this depart- 
ment. These experts fill requirements 
for many thousands of different types 
or grades of purchased materials; for 
instance, in 1955 Stromberg-Carlson 
Telephone Division will use over 
1,000,000 Ibs. of brass and copper 
mill products alone! Each buyer is 
responsible for certain phases of the 


The Telephone Purchasing Department (most of them). 


Reading left to right: Don Rosin, Pur- 


chasing Agent; Norm Parkes, Buyer; Trudy Butler, Secretary; Barbara Jean Alvut, Stenographer; 
Gerry Klem, Buyer; Ruth DeWitte, Stenographer; Ken King, Buyer; Marilyn DeSant, Stenogra- 


pher; Bob Fox, Buyer. 
Purchasing Agent (see facing page). 


total activity, and must be personally 
acquainted with sources of supply. 
In all possible instances, alternate 
suppliers are investigated even if only 
for protection against the unforeseen. 

Take the case of one part used in 
the telephone instrument dial. The 
usual supplier called frantically one 
day to say that shipment would be 
delayed he had burned up 10,000 
parts in heat treating! The buyer 
called the second approved source to 
expedite delivery on an emergency 
The president away from 
- was located 


basis. 
his plant on business 
by an obliging toll operator. The en- 
suing 3-way calls belong to a chapter 
in “Believe it or Not” — this supplier 
had also burned up the last order of 


parts! Fortunately, the heat treat- 


Missing (in action) Bob Stevens, Buyer, and Roland Reinisch, assistant 


ing in his plant came at a different 
stage of the operation, so that a re- 
run could be made with less delay. 
With all concerned sweating it out, 
the first shipment of parts arrived 
just in time to save the line. 
Excellent buyer-vendor 
ships have been established over the 
This begins right at the front 
and 


relation- 


years. 
door with our very capable 
very busy receptionist, Miss Bob- 
bie Lambert. It is being advanced 
through a recently-inaugurated plan 
of having Buyers visit the vendor's 
factories at stated intervals. Among 
other good outcomes of this plan is 
that often the buyer finds that the 
vendor is well equipped to furnish 
materials in addition to those already 


being purchased. It also gives the 





buyer first-hand knowledge of the ca- 
pacities of the plant in case he wishes 
to step up quantities or delivery 
schedules. 

Don Rosin remembers _ several 
times when the department has gone 
all-out to find a special material or 


discontinued item needed desperately 


by some telephone company in an 
emergency breakdown. These chal- 
lenges frightfuly costly as they are 

remind the boys that they play a 
vital role in the total telephone  in- 
dustry story . . . which is, above all 


else. Service. 
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Typical first step in procuring materials for a new project 
is a conference between design engineers, production en- 
gineers, material engineers and production control, with 
Gerry Klem, coordinating buyer and Don Rosin (at tele- 
phone). The discussion here centered around plastics for 
the new colored telephones. 


ef 


All purchased materials are rigorously in- 
spected to be sure that specifications have 
been met. Here a finished part is examined 
with an optical comparator. Supplementing 
this normal inspection, practically all raw ma- 
terials are routed to the Materials Engineering 
laboratory for further specialized tests. 


Ray, 


Each buyer makes periodic visits to suppliers’ plants to evaluate their facili- 
ties and to improve vendor relations. Here one supplier has sent company 
When the chips are down, inbound materials plane to pick up Roland Reinisch (left), assistant Purchasing Agent, for an 


must be shipped the fastest way. The Traffic overnight inspection trip to their factory. 
Department offers up-to-the-minute advice on 

ransportation possibilities and deviations from 

he usual patterns.. They also will expedite 

he material with the carriers. 





R.E.A. selects Brandenburg, Kentucky, for dial system salute 


“Our new dial system is really won- 
derful. May I thank you.” 
Manager FE. B. Hawkins (below) of 


Hoppy in the conversion of his first 
XY office at Lolita, Texas, is Mr. 
Kenneth Green (right), co-owner with 
Mrs. Green of the La Ward Tele- 
phone Exchange. Carl Price, Strom- 
berg-Carlson representative, at left. 


om 


the Brandenburg Telephone Company 

was especially pleased to hear this 

from the nice lady who stopped in 
Time 


to 


retire! 


his office shortly after the cutover to 
XY dial operation. You this 
lady had been a little skeptical about 
the new contraption and the higher 
costs which accompany better service. 


see, 


Progress came fast in this Meade 
County Telephone Cooperative. Only 
a few short years ago all rural lines 

magneto of course — were owned 
and maintained by subscribers, who 
also purchased their own instruments 
and batteries. Mr. Hawkins brought 
well-rounded experience, and inspired 
the desire for a type of service equal 
to that offered anywhere. 

Even before conversion could be 
completed within the exchange area. a 
100-line XY-PBX was placed in ser- 
vice in a large chemical plant nearby. 
Excellent results here proved a spur 
toward completing the whole job. 

The goal was achieved this winter: 
a handsome main office and toll cen- 
ter in Brandenburg, with satellite of- 
fices in North Garrett, Paynesville 
and Battletown serving about 750 
subscribers at present. 


Creston, Iowa, makes impressive plans. 


New dial system to 


Another bit of Americana history 


if you prefer — was enacted in south- 
west lowa a few weeks ago as the 
Creston Mutual Telephone Company 
changed over the last of its 40 rural 
lines to common battery operation, 
preparatory to the coming of XY dial 
for the entire exchange area next 
year. 

Mrs. Keith Mather, whose parents 
lived on the farm when this magneto 
line was strung in 1904, remembers 
the incidents sometimes amusing 
and sometimes extremely bothersome 

which belonged to the era in tele- 
phony which is now passing into his- 
phony which is now passing out of 


the Modern American scene. 


af 


be ready next year. 


Mr. E. G. Carlson, manager of the 
Creston Company, has planned a dial 
system which will be equal to the best 
anywhere. Work on the building ad- 
late March. 


major outside construction is prog- 


dition started in and 
ressing rapidly. Two-five numbering 


and nationwide operator  intertoll 

dialing is planned for the system. 
For the good people of Creston. 

this changeover to dial is a major an- 


Mr. Mr. 


Roberts — president of the Creston 


ticipation. For Carlson, 
Mutual — and others who have work- 
ed toward this goal, it is the justifi- 


cation of good management. 


“STROMBERG-CARLSON” AND “XY” ARE REGISTERED TRADE MARKS OF THE STROMBERG-CARLSON COMPANY, ROCHESTER, N. Y. 
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\STRENGTH, ENDURANCE 
N5 Meet the Test! 


GALVAN a 


IN THE FIELD as in laboratory tests 
. Crapo Galvanized Steel Strand 
proves itself capable of withstanding 
severe punishment. Steel’s inherent 
strength and durability are combined 
with definite economies in every size 
and grade of @rapo Steel Strand. 
You'll find the heavy, ductile, tightly- 
bonded zinc coatings, applied by the 
famous @rapo Galvanizing Process, pro- 
vide lasting protection against corrosion. 


Contact your jobber of Crapo 
Galvanized Products or write 
direct for further information! 


INDIANA 


STEEL & WIRE COMPANY 
MUNCIE, INDIANA 


CLAY CONDUIT 


Costs less in 
the long run 


NATCO y, 

eteeinattieniatemnematinanall 
Quatty f 

CLAY PRODUCTS 
SINCE 1889 


The proved and 
standard protection 
for Underground Telephone Cables. 


Highest quality and full line of shapes. 


NATCO CORPORATION 


formerly National Fireproofing Corp 


327 Fifth Avenue, Pittsburgh 22, Pa. 


- and Messenger Strand 
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The Back 


The Book 


By JOHN G. REYNOLDS 


“Call Completed” 


ELEPHONE operators are adroit in their handling 

of unusual requests, and recently one of the Ottuma 
/owa, toll operators gave a rare example of superior 
serv ce. 

She was asked to complete a call to a woman in 
Tracer, lowa, whose first name was Myrtle, last name 
unknown. The only other information given the oper- 
ator was that “Myrtle” had a relative in Grand Island. 
Veb. The operator called one of the banks in Tracer, 
recited her problem to the bank’s president, and was 
immediately given the person’s surname and telephone 


number and the call was completed. 


Africa Speaks 


EXT TIME you start popping your vest buttons 

over the A-1 service you give, be quietly thankful 
you aren't operating in East Africa. Out there, for ex- 
ample, when strange noises make a telephone conversa- 
tion difficult, it’s a good bet that an elephant is playfully 
nudging one of the poles along the line. “Jumbo” us- 
ually winds up pushing the pole over — an effective way 
of ending the conversation. 

Giraffes are another problem you don't have to 
wrestle. But in Northern Kenya, running giraffes 
smashed through so many telephone wires that lines are 
now strung on sky-high poles. On the other hand. there 
are probably many plant men who would rather tangle 
with an elephant or a giraffe than with a winter sleet 
storm. Besides, it would make a much better story to 
tell the grandchildren. 


**Sales Conscious” 


N OKLAHOMA service representative isn’t missing 
any sales bets. After viewing a recent Jack Benny 
TV show, she wrote the comedian: 
“T was particularly interested in the distance you had 








to walk to answer your telephone, especially at such an 
early hour of the morning. It flashed through my mind, 
‘Poor Mr. Benny, if he only had another telephone lo- 
cated beside his bed, what a wonderful convenience this 
would be for him.’ 

“Now, Mr. Benny, I agree with you about being con- 
servative with your finances, and certainly I would not 
advise you to spend your money foolishly, but have you 
considered the advantages of a second telephone? Think 
of the time you would save, the wear and tear on your 
rugs and shoes traveling from your bedroom to the tele- 
phone downstairs, besides the possibility of a broken 
leg.” 

After such a sales talk the next move is plainly up to 


Mr. Benny. 


The “Grapevine” 


HE “GRAPEVINE” is one form of communication 

which needs neither repeater station nor radio relay 
tower to spread a whispered message. It is also, as 
most people realize, highly unreliable. It received its 
name almost a hundred years ago when a telegraph line 
attached to trees, was set up between Virginia City, 
Nevada, and Placerville, California. In time the wires 
became loosened and lay on the ground like loops of 
trailing wild grapevine and later when, during the Civil 
War, telegraph lines were used by troops they were 
dubbed grapevine telegraphs. In those days, reports via 
Hence the 


name. The grapevine when it spreads gossip or rumor 


telegraph were often false or conflicting. 


today is generally put in the same class as poison ivy. 


Master’s Voice 


N ATLANTA, GEORGIA, columnist tells the story 
about a boxer dog named “Butch.” It seems that 
“Butch” belongs to a man and wife who every day be- 
fore they set out for work, take him to a sister’s house 
several doors away. When work is done, they return 
home and call the sister asking her to put the telephone 
to Butch’s ear. “Come home, ‘Butch,’ commands the 
telephone voice, and almost before the telephone is 


cradled again. “Butch” is home. 


“Guessing Game” 


N EDITORIAL writer for a Wichita, Kan., news- 

paper recently took exception to the telephone users 
who make a guessing game of every call. Pretty near 
the top of the list of offenders was the person who calls 
a place of business where any one of several persons is 
likely to answer, and starts his conversation with “Who 
is this?” or “Who's speaking?” 

“A person we know,” said the writer, “whose job in- 
cludes answering the telephone at his place of work. 
finally had all he could take of this particular question. 
The next time he answered the telephone and was 
greeted with “‘Who’s talking,’ he replied, ‘you and me. 
It was a good idea, maybe, but the caller was the boss. 
Sometimes a person just’can’t win.” 
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every line in this city could be 


with the Automatic 
line insulation 
routiner... 


In a city like this, with some 30,000 telephones, it 
would probably take one man well ever a month to test 
every line manually for trouble due to insulation fail- 
ure. But in a Strowger Automatic exchange of the 
same size, the Automatic Line Insulation Routiner can 
do the job in only 18 hours total time. [n that time, 
t can completely test every line for foreign potential, 
op-to-loop leaks, and loop-to-ground leaks and 
his includes a reasonable allowance for recording 


iults and resetting the machine. 


ines are tested at the rate of about 30 per minute, 
iaking it possible to completely routine smaller offices 


uring one short period of relatively high humidity 


routined in only lS Yuh 





(early morning. for instance) when incipient faults 


can be detected most readily. 


The Automatic Routiner can be easily applied to any 
Strowger Automatic exchange with a_ regular test 
switch train, and is typical of the complete line of 
auxiliary services available for Strowger equipment. 
Write today for Circular TT-1811 and see how this 
service is saving time and money for telephone com- 
panies throughout the country. Address: Automatic 
Electric Sales Corporation, 1033 W. Van Buren St.. 


Chicago 7. Or call H1Aymarket 1-1300. 


A Product of the Telephone Specialty Department of 


<p ELECTRIC | 
AUTOMATIL 7 FLECTRIL 


® 
ORIGINATOR OF THE AUTOMATIC DIAL TELEPHONE 
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a calf looks big...until you’ve seen a COW! 


Right now, for example, you may be satisfied with the net revenue 
of your directory. But suppose it was possible to materially 


increase that return ...and with no added effort on your part? 


Our Complete Directory Service Plan, now operating successfully in 
over 4400 American cities and towns, has upped revenue 


return for telephone companies by substantial amounts the first year! 


Like to make your directory look better on your 
Profit & Loss statement? A representative from our nearest 


office will be glad to talk it over with you. 


GENERAL TELEPHONE DIRECTORY COMPANY 


1800 Busse Highway - DES PLAINES, ILLINOIS - VAnderbilt 4-2164 


ERIE, Penna. + G. Denia! Baldwin Building - Tel: 2-4157 MADISON, Wisconsin « Tenney Building - ALpine 7 
Building + Tel: 2-3720 SAN ANGELO, Texa 5 
LEXINGTON, K ucky + 152 Barr Street + Tel: 4-7618 *N.1 


The best equipped telephone directory 
publishing organization in the world. LONS BEACH, Calif. - 604 Pine Avenue - Tel: 6-7221 





